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COMMITTEE CHAIRMAN SAYS: 





By ROBERT B. MITCHELL 
NEW YORK—Chairman Benjamin 
D. Salinger of the National Assn. of 
Life Underwriters 


co m p ens a- 
committee 


tion 

feels greatly en- 
couraged by the 
willingness of As- 
sistant Superin- 
tendent Julius 
Sackman of the 


New York depart- 
ment to give as 
much credence to 
the LIAMA study 
of agents’ earnings 
as to a study by a 
research organization outside the busi- 
ness. 

The study, toward which the NALU 
board recently authorized a prelimin- 
ary outlay of $1,000, would show 
whether there is need to seek a 
relaxation of New York’s commission 
limitation laws. 

Referring to an interview with Mr. 
Sackman that appeared in THE Na- 
TIONAL UNDERWRITER of Sept. 20, 
Mr. Salinger said the views expressed 
by the assistant superintendent were 
what he would have expected in the 
light of Mr. Sackman’s long and 
intimate knowledge of the business. 

Mr. Salinger, who is general agent 
here for Mutual Benefit Life, went on 
to say: “I was particularly pleased 
at what Mr. Sackman said about basing 
the study on the experience of career 
agents and not allowing commissions 
to rise just to protect the incompetents. 





Benjamin Sa‘i-ger 


At the meeting of our committee 
during the annual convention in Dal- 
las, Ed Schroder of New England 
Life at Appleton, Wis., a long-time 
committee member, said he wouldn’t 
be satisfied with a revision of the 
New York law that permitted an 
increase to all agents. 

“I strongly agree with Ed—and so 
did the entire committee—that if there 
is a revision it should distinguish 
between the agent who is doing a 
good professional service job and the 


ALC Completes 
Program For Annual 
Meeting Next Week 


American Life Convention, which 
will hold its annual meeting next 
week, Oct. 6-10, at the Edgewater 
Beach Hotel in Chicago, has completed 
its program and has announced speak- 
ers and subjects for the general ses- 
sions and for the finance and agency 
sections. Programs for the legal and 
the combination companies sections 
have been reported in a previous issue. 

Following the presidential address 
by Harry J. Stewart will be Commis- 
sioner Arch E. Northington of Tennes- 
see, president of National Assn. of 
Insurance Commissioners. He _ will 
speak on “State Insurance Regulation 
—A Challenge to Democracy.” Final 
speaker on the first of the general 

(CONTINUED ON PAGE 22) 





one-case agent or the fellow who is 
just writing a little insurance on the 
side. : 
“T’ll grant that such a distinction 
would call for some decision-making 
at the home offices that isn’t needed 
under the present law. But that is 
what executives are for: to make 
decisions, stick with them and make 
them work.” 

In answer to further questions from 
THE NATIONAL UNDERWRITER, Mr. 
Salinger said he was quite aware that 
in expressing a willingness to accept 
LIAMA’s findings Mr. Sackman was 
not committing the department to 
supporting changes in the expense 
limitations. 


“We’re not even committed to do 
that ourselves,” said Mr. Salinger. “We 
don’t know whether the facts will 
warrant a request for an increase in 
the commission allowances because at 
this point we don’t have the facts. 
When we get the facts, it may well 
be that they will indicate a need for 
an entirely different pattern of com- 
pensation for career life underwriters.” 

Mr. Salinger told THE NATIONAL 
UNDERWRITER his committee would 
naturally prefer to have LIAMA 
handle the study because LIAMA 
would not have to waste time famil- 
iarizing itself with the background of 
the life insurance business, because 
LIAMA could do the job at less cost, 
and because Mr. Salinger and other 
members of the committee have al- 
ready conferred with LIAMA on the 
project and have assurance of their 
interested cooperation. 


Package Of Fund 


NALU-LIAMA Compensation Study May ine Rinbal ieee 
Show Need Of Wholly New Pattern : 


Sales Is Spreading 


LIAMA Alumni Told Buyers 
Veer Away From Cash Value 
For Fear Of More Inflation 


NEW YORK—Bank loan or mini- 
mum deposit sales of life insurance are 
gaining in popu- 
larity, and invest- 
ing in life insur- 
ance cash values is 
losing ground be- 
cause of fear of 


further inflation, 
members of the 
Atlantic Alumni 
Assn. of LIAMA 


schools in agency 
management were 
told at their an- 
nual meeting here. 

Many who in 
former years would have built up 
their cash values now prefer to hedge 
by using the cash values as a basis 
for loans and doing their accumulating 
of capital through mutual funds or 
other equities, said Orval A. Hosch, 
manager here for Phoenix Mutual Life. 


“If the minimum deposit plan is 
good for and desired by our clients, 
then it’s up to us to work out such 
plans and make them available to the 
public,” he declared. “Let’s agree that 
the trend is away from life insurance 
cash values as an investment. This is 
as true of the corporate buyer, which 
buys insurance and invests the money 

(CONTINUED ON PAGE 14) 





Arthur W. Schmidt 





Adams Stays On NALU 
Building Committee 


WASHINGTON—Albert C. Adams, 
immediate past president of the Na- 
tional Assn. of Life Underwriters, wi'l 
continue as a member of the NALU 
building committee, according to Pres- 
ident Oren D. Pritchard. 

Until the election of new officers 
at the recent NALU convention at 
Dallas, Mr. Adams was a member of 
the building committee by virtue of 
a July 14 resolution of the board of 
Trustees adding the NALU president 
and managing director to the com- 
nittee. 

“Mr. Adams is so conversant with 
ill phases of our building project that 
tt would be most desirable to continue 
‘0 avail ourselves of his information 
ind talents,” said Mr. Pritchard. 

Besides Mr. Adams, Mr. Pritchard, 
and NALU Managing Director Lester 
0. Schriver, members of the commit- 
fee are Arthur W. Defenderfer, John 
Hancock, Washington, D. C.,, chair- 
nan; Stanley C. Collins, Metropolitan, 
New York City; John C. Donohue, 
?enn Mutual, Baltimore; Herbert R. 
ill, Life of Virginia, Richmond, and 
David M. Blumberg, Massachusetts 
Mutual, Knoxville, Tenn. 





XUM 





OFFICIAL NALU PHOTO of all officers and trustees. Left to right, seated, are: Managing Director Lester O. Schriv- 





er; Secretary William E. North, New York Life, of Evanston, Ill.; Vice-president William S. Hendley Jr., Mutual of 
New York, of Columbia, S. C.; President Oren D. Pritchard, Union Central, Indianapolis; Treasurer Louis J. Gray- 
son, Travelers, Washington, D. C.; Trustee Ellen M. Putnam, National of Vermont, Rochester, N. Y., and C. A. 
Potter, president of Life Underwriters Assn. of Canada and honorary vice-president of NALU; standing, left to right, 
are Albert C. Adams, John Hancock, Philadelphia, 1957-58 president of NALU; and Trustees R. B. Walker, New York 
Life, Hollywood, Fla.; Robert S. Clayton, Liberty National Life, Mobile, Ala.; Jack A. Stewart, Phoenix Mutual, Cleve- 
land; Edward M. Hicklin, Occidental of North Carolina, Burlington, N. C.; R. Edwin Wood, Phoenix Mutual, of San 
Francisco; Francis G. McNamara, Old Line Life, Waukesha, Wis.; R. L. McMillon, Business Men’s Assurance, Abi- 
lene, Tex.; Robert W. Frye, Northwestern Mutual, Denver; John Z. Schneider, Connecticut General, Baltimore; Da- 
vid M. Blumberg, Massachusetts Mutual, Knoxville, Tenn.; and Paul R. Green, Aetna Life, Seattle. Trustees elected 
at the recent Dallas convention are Messrs. Walker (reelected), Clayton, Hicklin, Wood, Schneider, Frye, and Green. 





NAIC Unit ‘Receives’ . TC Resolution Hammers  A&S Claims Men Tol 


Proposed Mortality 
Table; Parley Oct. 24 


MINNEAPOLIS—tThe National 
Assn. of Insurance Commissioners’ 
subcommittee on deficiency reserves 
and mortality tables review Tuesday 
“received” the proposed mortality 
table offered by the industry actuarial 
advisory committee, which met here 
Monday and Tuesday with the NAIC 
subcommittee. 

Commissioner Sheehan of Minnesota 
head the NAIC subcommittee. James 
T. Phillips, senier vice-president and 
chief actuary of New York Life, is 
chairman of the industry actuarial 
group. 

The latter committee is representa- 
tive of all segments of the industry 
and the table has solid industry back- 
ing, as contrasted with the ill-fated 
X-17 table, which many of the smaller 
stock companies vigorously objected 
to. 

Commissioner Sheehan announced 
that his subcommittee will hold a 
public meeting at New York Oct. 24 
at which those interested may present 
their views on the proposed table. 


Boston Still Leads 
In Ordinary Gains 


August was the sixth straight month 
in which Boston led other large cities 
with a rate of increase in ordinary 
sales of 32% for the month and 27% 
for the first eight months. Percentage 
gains in ordinary sales for the seven 
other largest cities in August and the 
first eight months, respectively, were 
Chicago -7 and -2, Cleveland -1 an 
-2, Detroit -i2 and -9, Los Angeles 
1 and 2, New York City 8 and 11, Phil- 
adelphia -6 and -3, and St. Louis 0 
and 1. 


HeNATIONAL UNDERWRITER 


Total-Income Tax Basis 


The resolution adopted unanimously 
by Life Insurers Conference and re- 
ported briefly in a late news bulletin 
in last week’s issue comes out uncom- 
promisingly against the total income 
approach proposed by a group of the 
larger mutual companies as the basis 
for taxing mutual companies. Follow- 
ing is the text of the resolution 
adopted at the special meeting in 
Atlanta attended by 98 representatives 
of 55 companies out of the confer- 
ence’s total of 91 member companies: 


Whereas the Secretary of the Treas- 
ury in a letter to the chairman of the 
House ways and means committee and 
Senate finance committee outlined in 
broad terms two approaches to the 
taxation of life insurance companies, 
i.e., a “total income” approach, which 
he recognized involves many difficult 
problems, and an alternative “net 
investment income” approach; and 

Whereas a group of mutual life 
insurance companies has caused to be 
introduced into the Congress HR 13707, 
purporting to apply the “total income” 
approach to the taxation of mutual 
life insurance companies, which can 
easily be extended to stock companies; 
and 

Whereas Life Insurers Conference, 
in company with other and comparable 
organizations, has in the past spoken 
for the overwhelming majority of life 
insurance companies in opposition to 
this principle of taxation; and 

Whereas it is a matter of grave 
importance that the members of Life 
Insurers Conference again take a 
stand on this question; 


Careful Consideration Given 


Now, after having given extended 
and careful extended consideration to 
the various proposals made, 

Be it resolved that Life Insurers 


Conference at a special meeting as- 
sembled in Atlanta, Ga., Sept. 23, 1958, 
reaffirm its position in opposition to 
the “total income” approach for the 
following reasons: 

A. Since the liabilities of a life 
insurance company are, at best, esti- 
mates, and since its contingent lia- 
bilities are so enormous, it is impos- 
sible to determine its profit or loss 
for such a short period as one year. 
Additions to surplus in a year are 
not necessarily profits. Consequently, 
the standards that apply to other 
corporations cannot be applied to life 
insurance companies. 

B. Heavy taxation of increase in 
surplus of companies writing guaran- 
teed cost life insurance might well 
make it impossible for them to main- 
tain adequate safety margins to meet 
their policy obligations and to main- 
tain public confidence. 


Total Income Basis Dropped 


C. The “total income” approach was 
in use until 1921 but it was abandoned 
as unworkable. It has been studied 
continuously for many years, and 
intensively over the past several 
months. Satisfactory solutions to the 
problems it involves have not been 
found. The proposed “total income” 
approach might well result in a 
decrease in the amount of taxes being 
paid by the life insurance business. 
The principal beneficiaries of this tax 
reduction would be the large mutual 
companies. No “total income” approach 
has been devised and we believe none 
can be found which will truly and 
properly tax mutual companies. All 
this because their control of the large 
dividends distributed to policyholders 
and their control of policy reserves 
and other liabilities would leave them 
free to pay only so much in income 

(CONTINUED ON PAGE 22) 








JOHN HANCOCK president presents painting to Houston Chamber of Com- 
merce. Byron K. Elliott, president of John Hancock, presented a life-like oil 
painting of Sam Houston to Leon Jaworski, vice-president of the Houston 
Chamber of Commerce at a reception in Houston recently. The reception, given 
in Mr. Elliott’s honor by the Texas National Bank, marked the opening of the 
new E. Wayne Wood general agency of John Hancock in that city. Left to 
right: Mr. Elliott, Harris McAshan, president of the Texas National Bank, E. 


Wayne Wood, Mr. Jaworski. 
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9, 1900, at the post office at Chicago, Il., under the Act of March 3, 1879. 


Laniz For Heyl At 
Bankers Life Of Neb. 


James W. Lantz was elected vice- 
president and director of agencies of 
Bankers Life of 
Nebraskaata 
trustees meeting 
and at the same 
time was elected io 
the board of trus- 
tees. These elec- 
tions fill the va- 
cancy left by the 
retirement of C. H. 
Heyl earlier this 
year. Mr. Lantz, 
who will also be- 
come a member of 
the executive com- 
mittee and insurance committee and 
chairman of the agency committee, 
will assume his new duties Oct. 15. 

Mr. Lantz went with Penn Mutual 
Life as an agent at Peoria in 1938, 
immediately on graduation from the 
University of Illinois. With this com- 
pany 18 years, he was an agent, super- 
visor, general agent and home office 
superintendent of agencies. He also 
spent almost two years as manager of 
one of the Los Angeles ordinary agen- 
cies of Prudential. During this time he 
served as president of Long Beach 
(Cal.) Life Underwriters Assn. 





James W. Lantz 
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They Hold Key Public 
Relations Positions 


Favorable public opinion of the jy. 
surance business is created largely }, 
the man who settles a claim agains 
a particular policy and less by ty 
agent who sells that policy to the jp. 
sured. 

This was the opinion expressed }; 
George W. Lane Jr., retiring preg. 
dent of International Claim Asm, 
and assistant vice-president of Metro. 
politan, at the association’s annua 
meeting at French Lick, Ind. 

Mr. Lane, in his presidential addres; 
told members that the dynamic 
growth of A&S coverage has brought 
about an increasing need for good 
public relations. 

Noting that nearly 123 million peo- 
ple are today covered by some form 
of health insurance, Mr. Lane said, “We 
must concentrate all the more on 
proper, prompt, honest and equitable 
payment of benefits to policyholders 
and beneficiaries for, after all, publi 
opinion of the business is determing 
in large measure not when the policy 





OFFICERS ELECTED 


President—Howard J. LeClair, vice- 
president Mutual Benefit H.&A. 

Vice-president—Daniel A. McCabe, 
general manager Prudential. 

Secretary—Louis L. Graham, vice- 
president Business Men’s Assurance. 

Treasurer—John T. McAlexander, 
2nd vice-president Bankers National 
Life. 

Executive committee members— 
Walter T. May, claim secretary Mass- 
achusetts Mutual; Edwin B. Waldock, 
titles supervisor Imperial Life of Can- 
ada; George Monks, manager of claims 
New York Life; George W. Lane Jr. 
assistant vice-president Metropolitan 
Life; J. R. Bracewell, vice-president 
Prevident Life & Accident; Herman 
H. Bijesse, assistant vice-president 
Guardian Life; Stanley L. Peterson, 
assistant secretary Aetna Life; Carl 
V. Lindstrom, assistant secretary Jou 
Hancock, and Lee Wilks, assistant 
vice-president Lincoln National Life 





is issued, but when claim is mat 
thereunder and by the way promise 
therein are carried out.” 

Extended insurance programs, Mr. 
Lane said, mean a more careful ob- 
servance of claim trends, experienc 
and alertness to abuses to avoid in- 
creased premium costs which can only 
tend to make coverage unattractive 0 
the individual. 

Mr. Lane also said that claims met 
should make every effort to strength- 
en and further friendly relations with 
doctors and hospital administrators 
He added, “In this connection, | 
think all of us must be ever mindful 
that the success of our operation de 
pends entirely upon the friendly at- 
mosphere which we can create not 
only with our customers, but with 
the suppliers of the services we cover. 
In this business of ours, the two most 
important suppliers of services are the 
doctors and the hospitals. We mus 
lean heavily on them for suppott. 

Mr. Lane said, “Everything we do 
in our everyday effort in the admin- 
istration of claims can bring credit to 
the insurance industry or it can ralst 

(CONTINUED ON PAGE ®) 
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August 29, 1958 


G. Witi1aM CorFIELD 


Mr. Donald N. Adamson, Manager 
The Franklin Life Insurance Company 
385 East Green Street, Suite 305 
Pasadena, California 


Dear Don: 


It was no easy decision for me to resign from a position which 
had paid me a substantial annual salary over several years and 
to enter into an entirely new field. Like most people I wanted 
security, but I finally made a decision that I did not want to settle 
for security alone. I came to the conclusion that the type of 
security I really wanted for myself and my family, was an 
opportunity for a career that placed no ceiling or limitations on my 
income. This thought motivated my association with The Franklin 
Life Insurance Company as a member of your agency. 


After looking around and interviewing a number of well-known 
insurance companies, my decision to cast my lot with you and 
The Franklin Life was due almost entirely to the salability of 
our exclusive merchandise which puts us pretty much beyond the 
range of competition and enables us to serve the public in a 
unique manner. 

Each year with Franklin Life, my income has progressed 
steadily upwards. During the first eight months of 1958, I have 
delivered 174 new contracts. My first year commissions alone have 
exceeded $12,000 for the year to date. I fully anticipate that my 
first year income, exclusive of renewal commissions, will exceed 
$18,000 at year-end. 

In closing I wish to express my appreciation for the valued 
cooperation received from you, Mr. George A. Landis, our State 
Manager, and his staff, and our Home Office. 


Sincerely yours, 
G. William Corfield 


An agent cannot long travel at a faster gait than the company he represents} 








The Friendly 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 


FRANKLIN LURE coneaxy 


The largest legal reserve stock life insurance company in the U.S. devoted 
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J.B. Maclean Dubious ‘Hot Ideas For Management’ Featured At 
LIAMA Ailantic Alumni Assn. Panel 


On Lower Rates For 
Cigarette Eschewers 


Joseph B. Maclean of Yarmouth 
Port, Mass., author of a leading text- 
book on life insurance and retired vice- 
president and chief actuary of Mutual 
of New York, writes as follows about 
an editorial in the Sept. 6 issue and the 
comment on it made by Valentine 
Howell, executive vice-president of 
Prudential, which appeared in the Sept. 
20 issue: 

I was interested in the editorial in 
your issue of Sept. 6 in regard to 
preferential rates for non-smokers and 
in Mr. Howell’s comment thereon in 
this week’s issue. I was rather sur- 
prised that Mr. Howell, while calling 
attention to some practical objections, 
evidently approved of your suggestion 
in a general way. 

I began my life insurance career 
in a Scottish company which gave 

(CONTINUED ON PAGE 23) 
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EQUITABLE LIFE OF IOWA IN 


FLORIDA 


Agriculture is Florida’s biggest steady pursuit, yet 
climate and the longest coast line of any state are 
responsible for her chief fame—the resort and tour- 
ist business. The steady pursuit of these Equitable 

general agents and their agency associates is 
selling life insurance, yet their chief fame is 
the outstanding job they are doing in 
serving their clients. 


LIFE INSURANCE COMPANY OF IOWA 


By WILLIAM MACFARLANE 


NEW YORK—What are the benefits 
an agency can derive from a move to 
suburban headquarters? What are the 
drawbacks? Is the average agency 
making a mistake when it takes the 
older, more experienced agent and his 
work for granted? What are the gains 
for the failing agent and his agency 
when management faces facts and 
discharges the deadwood producer? 

These were a few of the manage- 
ment problems covered by speakers at 
the panel on “Your Hottest Ideas,” 
conducted at the second day’s session 
of the annual meeting here of Atlantic 
Alumni -Assn. of LIAMA schools. 

Robert L. Snowden, newly elected 
vice-president of the association and 
manager of Metropolitan Life at Tren- 
ton, substituted as panel moderator 
for Arthur W. Schmidt, the associa- 
tion’s new president and a general 
agent of New England Life at New 
York. 


Robert E. Wilkins, manager of 


James C. Stamm 
Miami 
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Prudential at Hartford, discussed 
benefits and problems involved when 
agencies move from downtown busi- 
ness districts into the suburbs. He 
advised that the feasibility of a major 
move of this sort should be predicated 
on the particular circumstances of the 
agency. 

Little Walk-In Business 


Since many agencies have very 
little walk-in business and much of 
their established business is located in 
the suburbs, Mr. Wilkins said that 
relocation in an expanding suburb can 
have definite merits. Some of the 
beneficial results he mentioned are the 
possibility of definite savings in rent, 
a better looking plant at less cost, 
improved parking facilities, the often 
greater accessibility to the insurance 
market, and a_ locale’ convenient 
to agents’ homes. 

One of the major drawbacks of such 


a move that was cited by Mr. Wilkins 
(CONTINUED ON PAGE 21) 


Two Vice-Presidents 
On LAA Annual Card 


Edwin C. McDonald, vice-president 
in charge of Metropolitan Life’s group 
division, and Charles B. Laing, vice- 
president of Prudential in charge of 
planning and development, complete 
the list of speakers for the silver 
anniversary meeting of Life Insurance 
Advertisers Assn. Oct. 22-24 at the 
Queen Elizabeth hotel, Montreal. 

Mr. McDonald will speak the morn- 
ing of Oct. 23 on “Marketing—the Key 
to the Future of the Life Insurance 
Industry.” 

Mr. Laing will be the closing speak- 
er of the meeting, his topic being “The 
Hidden Persuaders of Success.” He 
will speak at the luncheon on Friday, 
Oct. 24. 

The program will open Oct. 22 with 
a welcome from William Hamilton, 
postmaster-general of Canada. The 
other morning speaker will be Orson 
Hart, 2nd vice-president and econo- 
mist of New York Life, who will talk 
on the economic outlook for life insur- 
ance, both short-term and during the 
next decade. 


Will Present Life’s Study 


In the afternoon, Bertram Lange, 
manager of marketing services for 
Life magazine, will show Life’s visual 
presentation of its depth study of 
10,000 U. S. families and will disclose 
for the first time the life insurance 
information obtained in this study. 

President Ernest Dichter of the 
Institute of Motivational Research will 
talk on what motivates people to buy. 

A. J. Seaman, creative director and 
executive vice-president of the Comp- 
ton advertising agency, New York 
City, will discuss “The Changing Role 
of the Advertising Agency.” 

There will be a cocktail reception 
given by the Canadian life companies. 


What The Agent Expects 


Thursday morning, Judd C. Benson, 
manager of the home office agency 
of Union Central Life, will talk on 
what the agent expects from life 
insurance marketing. Mr. McDonald’s 
talk on marketing will follow. 

Donald E. Lynch, director of public 
relations of Mutual Benefit Life, will 
introduce LAA’s new public relations 
handbook, “Public Relations for Life 
Insurance Companies,” outlining some 
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Life Of N. A. Passed 
$100 Million In 
Paid-For Sept. 30 


PHILADELPHIA—Life of North 
America crossed the $100 million may 
in insurance paid for on Sept. 3 
executive vice-president Edmund | 
Zalinski told the board Wednesday, 

As of Sept. 30, the company hy 
group cases totaling $66,859,000 writ. 
ten and in force. Paid-for ordinary 
totaled $33,609,726 from 3,760 indivi. 
duals. 

The company sold its first Policy 
Sept. 5, 1957. 

“This is the largest amount oj 
business ever paid for by a company 
in its first year of sales operation,” 
said Mr. Zalinski. “This means that 
we are right on schedule to reach ow 
goal of $1 billion of life insurance ip 
force in 10 years.” 

In the first nine months of 1958 the 
ordinary department paid for $323 
million. Applications for life and A&s 
now exceed 1,200 a month. Paid annual 
premiums on all lines of business for 
the first nine months of 1958 totaled 
$2,247,000. Premiums on_ individual 
A&sS policies are currently running at 
the rate of $300,000 a year. Life of 
North America is licensed in 46 states 
and the District of Columbia. It has 
opened 33 service offices and eight 
full-time agencies. 





of the major articles in it and suggest- 
ing ways in which the book may be 
used within and outside the industry, 

Following this there will be the 
presentation of exhibit awards and 
the LAA business meeting. 


Afternoon To Be Open 


The afternoon will be open until 
the presidents’ reception, at 5:30, 
followed by the silver anniversary 
dinner. 

Friday morning Morgan Crockford, 
LAA president and secretary of Ex- 
celsior Life of Toronto, will talk on 
“It’s Time for a Revolution,” in which 
he will give a forthright analysis of 
what be believes to be wrong and 
right about life insurance advertising 

Rex H. Anderson, marketing vice- 
president of Life of North America, 
will explain how marketing integra 
tion has been effected in the unusual 
organization of his company. 

“Are Our Public Relations as Good 
as We Think?” will be the topic of 
D. E. Kilgour, vice-president ani 
managing director of Great-West Life, 
final speaker of the morning. 

Final session will be the luncheon, 
to be addressed by Mr. Laing. 

meee 








Levering Cartwright 


INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2585 Teletype CG1475 
You may telephone orders eollect. 
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Bankers Life & Casualty Company 


ANNOUNCES 


The Newest Member of the Family of Policies 
Available under the White Cross Plan 


THE NEW L395 
FAMILY LIFE POLICY 


Insurance protection to 


all members of the family 


in ONE POLICY! 
at ONE PREMIUM! 


CASUALTY COMPANY 





BANKERS LIFE AND( 


An Old-Line Legal Reserve Stock Company 
4444 W. Lawrence Avenue, Chicago 30, Illinois 
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HeNATIONAL UNDERWRITER 


Texas Legal Reserve Officials Hold 
Annual At San Antonio; Elect Reeves 


Reorganization of the Texas insur- 
ance department, A&H developments 
and agency management were central 
topics of the annual convention of 
Texas Legal Reserve Officials Assn. 
at San Antonio. 

E. J. Reeves, Commercial Travelers, 
Dallas, was elected president of the 
association. Other officers elected are 











he has 


BREADTH 


Thomas Robinson, Mid American Life, 
Houston, and E. O. Severin, Commer- 
cial Standard, Fort Worth, vice-presi- 
dents; G. Charles Childre, Texas 
Continental, San Antonio, secretary; 


and J. H. Perry, Union Bankers, Dallas, 
assistant secretary. 

The meeting, attended by more than 
150 company officials, heard Rodman 





at his 
fingertips 


MUTUAL LIFE 


The John Hancock representative carries a broad variety of modern merchandise 
in his portfolio. It is modern life insurance protection— Family policies, Business 
life insurance, Personal Health insurance, Annuities, as well as a wide range of 
up-to-date Group plans and all regular forms of life policies. With his training 
and knowledge, and these policies, he is prepared to serve his clients’ needs as 
they arise. And with the prestige of the John Hancock behind hin, he is also 
able to close more sales for consistently larger amounts of needed insurance. 
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BOSTON, MASSACHUSETTS 


INSURANCE COMPANY 


Porter of Texas Research League 
describe the progress of the league’s 
study of a reorganization plan for the 
department. Other guest speakers 
were Irwin Solomon, Solomon & Co., 
New York, “Agency Managements— 
How To Operate on a Profitable 
Basis;’ D. B. Alport, vice-president 
Business Men’s Assurance, “A&H 
Profits and Perils;’ Allen Steere; 
Commissioner Harrison, “What We 
Expect of the Individual Company;” 
and Penn J. Jackson, chairman of the 
(CONTINUED ON PAGE 20) 
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St. Louis Agents 
Told How To Sell 
Big In Spare Time 


Anyone can become a million dollay 
producer if they make up their mig 
to do it and work hard enough , 
attain that goal, according to Noel | 
Welsh, Metropolitan Life  distric 
manager at Tulsa, who admitted 4 
waiting 20 years until he was 4 
before he made up his mind to g& 
the high goal for himself, and reachei 
it while still handling his managemen| 
duties. 

Speaking on “How To Be A Spar: 
Time Millionaire” before a crowd 
300, the largest ever to attend a con. 
tinental breakfast of St. Louis Lit 
Underwriters Assn., Mr. Welsh saij 
he had observed members of th 
Million Dollar Round Table had tw: 
things in common: They made uw 
their minds to set a goal high enough 
they did something about it. 


Broadcasts Grandiose Plans 


He said he deliberately put himsel 
on the spot by telling his office per. 
sonnel, home office and family about 
his grandiose plans, so that he would 
be ashamed if he did not fulfill them 

“The methods I have used to be- 
come a member of the Million Dollar 
Round Table certainly were not new. 
My chief problem was finding the time 
to do so,” he said. He confined his 
calls to Wednesdays and Saturday: 
and concentrated on sole proprietor 
and partnership cases. He said he 
uses the yellow pages to get a list of 
prospects, studies the newspapers, 
watches for newcomers to his city, 
and sends congratulatory letters to 
break the ice for future calls. 

Mr. Welsh said he works five hours 
on Wednesday after 1 pm. and for 
three hours on Saturday mornings 
making personal calls on_ prospects 
He spends two or three hours a week 
obtaining prospects and five hours in 
working out details. This way his 
personal production efforts do not 
interfere with normal operations of 
his office, he said. 


Only One Special Gimmick 

“The only special gimmick, if yo 
can call it that, I use is ordering down 
additional insurance when I close 4 
case, particularly on advance program 
cases. I make the initial sale on + 
much whole life protection as_ the 
tariff will carry. Then I order the 
same policy with a family income 
rider. This plan results in some 35% 
additional insurance for what wa 
ordered.” 

Regarding using logic and emotion 
in the sales presentation, Mr. Welsh 
said: “Don’t be afraid to use emotional 
stories, and don’t worry about apply- 
ing pressure.” While logic will help 
the reasoning mind, people are moti- 
vated by their emotions. Emotions 
will disturb men but logic never will 

He dismissed the old theory fot- 





bidding agents to sell to their friends, 
but advised his listeners to be careful 
‘in the uséof words and selection 0 
the time for approaching close friends 
If the life insurance program Is & 
enough for strangers, it is certainly 
good enough for friends, and they 
should have a chance to buy, hé 
declared. 


Employers Of Ala. Moves — 

Employers of Alabama and its affil- 
iate, Employers Life, have moved from 
downtown Birmingham to their nev 
building on U.S. highway 31, mine 
miles south of Birmingham. 
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New Life, A&S Company 
Formed In Chicago 


Trans-Continental Life has recently 
been incorporated and licensed in IIli- 
nois to write life and A&S. Capitaliza- 
tion is set at $2 million. Almost $500,- 
000 of the stock has already been sold. 


Officers Are Listed 

Officers are: Benjamin Goulding, 
Chicago,, president; Frank F. Dodge, 
Peoria, executive vice-president; Irv- 
ing M. Shepard, Chicago, secretary- 


Ze NATiIGNAL UNDERWRITER 


treasurer; A. Maxwell Kunis, New 
York, consulting actuary; and Norman 
R. Liebling, Chicago, general counsel. 

The company will write ordinary, 
greup and group A&S. Republic Na- 
tional Life will reinsure any amounts 
beyond the company’s normal reten- 
tion. 


New Wash. National Plan 

Washington National has_ brought 
out a whole life paid-up at 90 plan 
issued in minimum amounts of $25,- 
000. 


Nationwide Issues New, 
Broadened A&S Plans 


A new and broadened A&sS portfolio 
of seven separate policies is being in- 
troduced to the agency force of Nation- 
wide Mutual group (Nationwide Fire 
and Nationwide Life) and sales have 
begun in some parts of the companies’ 
18-state operating territory. All policies 
are presented in a new booklet-style 
format for improved readability and 
easier handling. 

A new policy, called the Vanguard, 

| 





LEADERSHIP AT OCCIDENTAL 


Left to right: 


J.M. Woolery, vice president and actuary 

D. Ben Meadows, Jr., field supervisor of 
Corpus Christi, Texas 

M. F. Browne, agency vice president 


Planning is a “family affair” 


MET A ny 


at Occidental 


\ctuary, agency head and field manager—a symbolic picture 


‘ of a Company philosophy. In all important management 


planning at Occidental, the field man is there to share his 


viewpoint with other members of the “team”. 


For all of its 52 vears, Occidental has shown an unique inter- 


est in its Man In The Field. Some of these men call it the 





personal touch. Some say it is sort of a family relationship. 






Whatever the name, it is helping Occidental reach new 






heights in production and expansion. If you are interested 





in knowing more about Opportunity Unlimited. write “Cou 











Browne. 


Agency Vice President. 


OcCcIDENTAL 
KYfe Srsurance Company 


OF NorTH CAROLINA 
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is non-cancellable accident COVErage 
and sold in units, with each 
providing for $106 per month lifeting 
benefit for disability arising fron 
accidents; up to $500 for 
expenses attributed to accidents, a; 
a $5,000 benefit for accidental loss y 
life. There is an extra $100 per Monti 
for three months if insured is injure 
while riding in an automobile, a Publi 
conveyance, or if injured as a Pedes. 
trian. 

Substantial changes have been maj, 
by Nationwide in both the family ay 
individual major medical policies, Ty, 
policy is guaranteed renewable, 4). 
though premium rates are subject to 
change. It continues in force for th 
lifetime of the insured, but benefit 
are subject to an aggregate limit after 


age 65. 
The company pays 80% of all medi. 
cal expenses above a_ deductib 


amount which depends on the policy 
limits as follows: $5,000 limit atte 
$250 deductible; $7,500 limit afte 
$500 deductible; $10,000 after $75) 
deductible. The limit in each instanc 
is for a single illness, except that it 
becomes the aggregate limit of all 
claims made after age 65. 


No ‘Inside’ Limits 


The policy carries no “inside” limits 
as to surgical fees or hospital room 
and board, except that these amounts 
may not be in excess of reasonable 
and customary charges for similar 
services. Children may be carried 
under the policy coverages up to age 
21, instead of the previous age limit 
of 19. 

The Invincible policy, which in- 
cludes loss of income protection, ac- 
cidental death benefits and_ hospital 
and surgical coverage, has been re- 
vamped to allow greater flexibility in 
terms of waiting periods and inden- 
nity periods. This allows for greater 
tailoring to individual needs, and the 
coverages can be more readily adapted 
to serve as auxiliaries to existing 
coverages. 

Similar changes have been made in 
the Business and Professional policy, 
which offers the same coverages 4 
the Invincible except that there are 
longer indemnity periods for illness. 
Both the Invincible and the Busines 
and Professional policies may be ter- 
minated at the option of the company. 


Waiting Periods More Flexible 


The Guardian policy, a non-cancel- 
lable guaranteed renewable contrac! 
providing loss of time and principal 
sum benefits, has likewise been re 
vised to be more flexible with respect 
to waiting and indemnity periods and 
now provides lifetime accident bene- 
fits and sickness benefits to age 65. 

Under the company’s standard fam- 
ily hospital and surgical policy, bene- 
fits for miscellaneous hospital expenst 
have been increased, the surgical 
operation schedule has been improved 
and maternity benefits have been 
liberalized to cover premature births 
that may occur within the usual nine 
months waiting period. Children may 
be carried under the policy up to age 
21, instead of 19. 


Omaha Banks Fete CLU Candidates 

The trust departments of First Na- 
tional Bank, Omaha National Bank 
and U. S. National Bank of Omaha re- 
cently honored prospective CLU can- 
didates at a dinner. Guests included 
members of the Omaha chapter of 
CLU. Principal speaker at the dinner 
was John K. Luther, training director 
of Aetna Life and chairman of the 
CLU institute board. 
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1859, Professor John Wise delivers the mail by air from Missouri to New York. 
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When the mailman took to the air... 


About a century ago, a daring young “aero-mailman” took 
to the skies in a balloon for a 1,150-mile history-making 
flight. That same year, 1859, another young pioneer, Henry 
B. Hyde, opened The Equitable in New York City. 

Since those days, both aviation and life insurance have 
advanced considerably. Early policies placed heavy restric- 
tions on persons traveling by air or sea. Life insurance 
coverages in general were limited. 

Today, The Man from Equitable can offer a policy for 
virtually every need. And today, he enjoys many social and 
economic advantages his 19th-century counterpart never 


would have dreamed possible. 

Widespread advertising and public relations campaigns 
give him added stature in his community. His pension plan 
has few equals in the industry. Extensive training courses 
and a broad range of helpful services make him the indis- 
pensable man to his neighbors and friends. And, above all, 
he knows he is associated with an organization that is 
never static, but continually growing. 

That is why, for a rewarding career in the life insurance 
field, the underwriter who looks ahead chooses an iden- 
tification that works for him . . . The Man from Equitable! 


¢ 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U. S. 


393 Seventh Avenue, New York 1, N. Y. 
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Lincoln National Life 
To Have ‘705’ Computer 


Lincoln National Life has ordered an 
IBM 705 electronic computer, culmina- 
ting a study program of more than four 
years. 

Scheduled for delivery early next 
year, the equipment will be installed 
in a specially designed room affording 
controlled temperature and humidity 
conditions. The 705 will be used to 
process the large quantities of paper 
work flowing through the home office. 


HO Underwriters Will 
Meet In Fla., Nov. 19-21 


Institute of Home Office Under- 
writers will meet at the Hollywood 
Beach Hotel, Hollywood, Fla., Nov. 
19-21. 

Speakers slated for the convention 
include Commissioner J. Edwin Larson 
of Florida; Malcolm D. Thomas, as- 
sistant vice-president Republic Na- 
tional Life; Dr. E. B. Williams, vice- 
president and medical _ director 
Wisconsin National Life; and J. H. 


FeNATIONAL UNDERWRITER 


McCary III, vice-president Southern 
L.&H. Room hopping sessions and 
panel discussions will fill out the 
program. 


Omaha CLUs Elect Genizler 

Omaha chapter of CLU has elected 
Russell W. Gentzler, general agent for 
Security Mutual, president. Others 
elected are: John M. Prentiss, Aetna 
Life, lst vice-president; Charles L. 
Doane, Mutual Benefit Life, 2nd vice- 
president, and John E. Burrell, United 
Benefit Life, secretary-treasurer. 
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Popular, profitable, productive 


Pension Plans 


CM Pension Plans are exceptional in flexibility, liberal benefits 


Four Types of Tailor-Made Plans 


e Retirement Annuity Plan: a fully insured plan with a death 
benefit that is equal to premiums paid or cash value, 


e Retirement Income Endowment Plan: a fully insured plan 
with a death benefit that is equal to $1000 for each $10 


e Combination Plan: a partially insured plan with conversion 
guarantees that can be used with the accumufated auxil- 
iary investment fund to provide pensions. The death bene- 
fit is $1000 for each $10 of monthly pension. 


e Profit-Sharing Plan: the employees’ annual profit shares 
may be guaranteed to their beneficiaries as much as 15 
years into the future through a life insurance contract that 
has conversion guarantees which can be applied to the 
auxiliary fund built up over the years. 


Liberal Dividends mean benehts at low cost for your client 


Wide Choice of Optional Settlements: the same variety of 
favorable options as under regular contracts. 


Later Retirement Advantages: members may postpone elec- 
tion of options until actual retirement date thus earning addi- 
tional interest and increased pensions. 


Simplified Acceptance means that for plans with as few as 
ten participants, specified amounts of insurance may be 
issued without medical exams or conventional evidence of 
insurability—if applicants are 65 or under and employed at 


Home Office Specialists: large staff devoting full time to legal, 
tax and technical problems. Full assistance in installing and 
servicing pension and profit-sharing plans. Specimen agree- 
ments provided at the request of prospect’s legal counsel. 


Our 82 General Agencies throughout the country are equipped, 
able and eager to help brokers with pension trust. prospects. 


_» The Connecticut N\utual 


Nice ran LIFE INSURANCE COMPANY - HARTFORD 
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Seven Promoted By 
Manhattan Life; Lohm 
Named To V-P Post 


Manhattan Life has promoted Seve, 
members of the home office staff, jy 
cluding Frederick 
W. Lohm, former 
directcr of agen- 
cies, who becomes 
vice-president and 
director of agen- 
cies, and Ralph P. 
Schaberg, secre- 
tary and treasurer, 
who has been 
named _ vice-presi- 
dent and secretary. 
Frank J. Finan, 
assistant treasurer, 
has been appointed 
treasurer. 

Others promoted were Raymond J 
Force, assistant treasurer, named = 
sistant treasurer and manager of the 
bond department; Alvin W. Newman 
assistant superintendent of agencies, 
southwest division, who becomes su- 
perintendent of agencies; Erwin W 
Hahn, agency assistant, appointed as. 
sistant agency secretary, and John W. 
Kinder who has been named assistant 
manager of the claims department. 





Frederick W. Lohm 


With Company Since 1954 


Mr. Lohm, after 18 years with Hom 
Life, joined Manhattan Life as super. 
intendent of agencies of the eastem 
division in 1954. He was promoted ty 
director of agencies in 1957. 

Mr. Schaberg rounded out 35 years 
with the company in August. He was 
appointed mortgage representative in 
1945 and assistant treasurer in 1950, 
He has been treasurer since 1953, and 
secretary since 1956. 

Mr. Finan, who has been with Man- 
hattan Life since 1937, became assist- 
ant treasurer in 1955. 

Mr. Force joined Manhattan Life in 
1957 when the company reinsured Ex- 
pressmens Mutual Life, where he had 
been treasurer. 

Mr. Newman has been with the 
company since 1955 when he became 
general agent at Amarillo, after hav- 
ing been with Minnesota Mutual. In 
1957, he was appointed assistant su- 
perintendent of agencies with head- 
quarters at Dallas. 

Mr. Hahn had over 20 years experi- 
ence in the life field, much of it with 
Metropolitan Life, when he joined the 
agency department of Manhattan Life 
He has been with Life Office Man- 
agement Assn. and before that was 
technical adviser to the director of in- 
surance of the Veterans Administra- 
tion at New York. 





LIFE — A. & H. OPENINGS 


$18,500 - $7,800 
Chicago Life Agency Direct. $18,500 
Chicago Life Actuary $16,500 
East Life Controller $15,000 
M. West Life Adminis. Asst. $10,500 
South A. & H. Agency Direct. $10,000 
Rocky Mt. Life Home Office Mgr. $9,000 
Southwest I. B. M. Supv. $8,500 
M. West Group Underwriter $7,800 


CONTEMPLATING A CHANGE OF POS! 
TIONS? WRITE FOR "HOW WE OPERATE” 
—no obligation to register. Confidential han- 
d'ing all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 


HArrison 7-9040 a 
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pointed as.| the family plan, permits agents to 
1d John W.} make sales without possessing a high 
ed. assistant | degree of technical knowledge. 
artment,. The independent agent is in an ex- 
tremely favorable position in regard to 
prospecting for life clients because he 
with Home| has prestige with hundreds of people 
e as super-| who already are his clients, prestige 
the eastern| that may take a life man 10 to 20 
romoted to{ years to build. The agent who has 
7. been in the property insurance field 
it 35 years) for any length of time has as much 
ist. He was} or more prestige and as great or even 
entative in| greater sales potential than the aver- 
pr in 1950,| age full-time life agents, even though 
e 1953, andj his agency may never have sold a 
life policy. 
with Man-} Armed with the right to a favorable 
ame assist-| interview and the knowledge of a 
client’s circumstances, the property 
tan Life inj agent handling life can review this 
nsured Ex-| type of automobile, dwelling and com- 
ere he had| mercial insurance owned by a client 
and thus determine his A&S and life 
with the} insurance needs, Mr. Zalinski said. 
he becam| How To Make Sales 


after hav- ae 
Mutual. In| Life insurance also is an ideal way 


sistant su-|to interest many people who appear 
vith head-| to be committed to others for their 
general business, he said. “If you are 
ars experi] the one who helps the prospect un- 
of it with} Cover and recognize a life insurance 
joined the| need, in nine cases out of 10 you are 
attan Life | the agent who will sell him.” 

fice Man-| Mr. Zalinski warned agents that 
that was| they will succeed in life sales only 
ctor of in-| to the extent that they reserve a def- 
dministra-| inite time each day, each week, or 
each month for life insurance activity. 
He recommended that. agents make up 
cassie LA list of qualified prospects and set 
aside one day for calling on them. He 
INGS /|observed that the chances are 10 to 








one that if the agent goes to the of- Thi : : = 
inn $i i s fall — Prudential continues its award- 
fice first, he will be sidetracked into am ; Fe 
pep something else. winning series, “THE TWENTIETH 
$1500 ||Definite Time For Life CENTURY”— penetrating programs dealing 
oan The one or two man agency should with the people and events that have shaped 
’ go,o0 || St aside a definite time for life pro- this century in which we live. You will see 
aa Bde oegrening, themselves from in- exciting shows — shows of significance and 
$7, ’ K, so they can devote more : ne ; : 
time to life and A&S. As life volume importance subjects such as: The Red ; 
oF Posi || &ows, it will provide the funds suc- Propaganda Machine - Mission: Outer Space Th P ru d e nt 1 ql 
ma — to establish a full time life - The Hungarian Revolution + Jet Carriers - e 
1 
en fepartment. The larger agency def- The Narcotics Problem « and many others. INSURANCE COMPANY OF AMERICA 


sw needs a full-time life man. 
EL ae ho substitute for having a 

| , 
when it aaa ' balk — Sunday Evenings, “THE TWENTIETH CENTURY,” CBS-T} 
Y ps A 
a ‘state planning and business life in- 
6. surance coverages, and profits. Where 


e ; ‘ $256 
insurance is everybody’s job, it is LIFE INSURANCE © ANNUITIES © SICKNESS & ACCIDENT PROTECTION ¢ GROUP INSURANCE © GROUP PENSIONS 
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Editorial Comment 


Competition With A Potent Leverage 


To what extent are fire-casualty 
companies with life affiliates likely to 
insist on their agents giving them their 
life business as a condition of getting 
their less desirable property and lia- 
bility risks accepted? 

This development was mentioned, 
though only briefly, at the annual 
meeting of the Atlantic Alumni Assn. 
of the LIAMA schools in agency 
management but it has such potenti- 
alities that it deserves the top-grade 
thinking of the life insurance busi- 
ness. 

The essence of it is something like 
this: Joseph J. Agent has a reasonably 
prosperous local insurance agency that 
represents several good fire and casu- 
alty companies and has a life insur- 
ance connection where Mr. Agent 
places his life business. He is very 
happy about this life insurance con- 
nection. 

One day the special agent from the 
home office of his leading fire insurer 
drops in and says, “Look, Joe, we’ve 
got this life insurance affiliate now 
and we’d like to see you swing your 
life business our way. don’t want to 
be crude about it but as long as the 
insurance department keeps halding 
rates dowt- we're going to be losing 
money on your automobile business— 
especially with all those teen-age 
drivers you insure—and frankly We 
need more than just your other fire 
and casualty lines to make your ac- 
count profitable to us. If you can give 
us a respectable amount of life insur- 
ance business it would make those 
lousy automobile liability risks look a 
lot better to our underwriting depart- 
ment.” 

This is not a new technique to the 
general insurance. agent. Certain types 
of business hayé“long been known as 
“accommodation -lines.”. The experi- 
ence on them is notériéusly sour. It 
seems impossible to get a high enough 
rate to make it produce a profit, so 
companies accept them only on condi- 
tion that they get a reasonable amount 
of good risks, like residence fire, along 
with the sawmills and the under-25 
male drivers. 

In recent years the property and 
liability insurers, especially the auto- 
mobile liability companies, have had 
trouble not only with getting adequate 
rates approved but by the knowledge 
that if they did, they would. only be 
driving more of their business to the 
cut-rate, captive-agent fire-casualty 
companies. 

Are we approaching the day when 
nearly all fire and casualty lines will 
be regarded by the insurers who op- 
erate through independent local agents 
as “accommodation lines,” and hence 
acceptable only if sweetened by a slug 
of the agency’s life and/or A&S busi- 
ness? If so, what will this do to the 
very large volume of life business 
written now by life companies having 
no fire or casualty affiliates? 

The harder it is to obtain adequate 

‘rates on fire-casualty lines and the 
tougher the. competition from the cut- 
rate fire-casualty insurers, the great- 


er the incentive the independent local 
agent’s companies have for looking for 
something to make the agency’s total 
business acceptable and_ profitable, 
even if some parts of it are not and 
are never likely to be. For this risk- 
sweetening job, life insurance is on a 
par with insuring pig-iron under water. 

It has generally been assumed in 
the life insurance business that the 
entry of fire-casualty companies into 
life insurance doesn’t pose much of 
a competitive threat, since the typical 
general insurance agent interested in 
writing life insurance has a satisfac- 
tory connection for it and would prob- 
ably stick with it even though a fire 
company in his agency announces that 
it now has a life company affiliate 
and would like some life business, 
please. 

But if life insurance is to be used as 
the quid pro quo in the placing of 
general insurance lines, this leverage 
could: have quite an effect on where 
the local agent places his life business. 
Carried to its theoretical potential— 
whi¢h as a praétical gaatter seems un- 

“ikely—this “#accommodation risk” 
nate could pretty well choke off 

WF life business that now flows in 
su¢h large volume from general in- 
surance agents and brokers. 

What can be done by the life com- 
paniés that are currently getting this 
life business from general insurance 
men and have no affiliation with any 
fire or casualty company? Some of 
them have been trying to buy fire- 
casualty insurers but if they are li- 
censed in New York, even though not 
domiciled there, they are stymied by 
the provision of the New York law 
that prevented Connecticut General 
Life from buying control of National 
Fire of ‘Hi#tford. Nearly all the big 
life companies have in the last year 
or so looked into the possibility of 
buying a fire-casualty insurer but 
since most of them are licensed in 
New York they had to shelve their 
plans. But many still feel they are the 
victims of unwarranted discrimination, 
since a fire-casualty company is not 
prevented from acquiring or creating 
a life company. 

One answer that may find wider 
use is an “affiliation” like that re- 
cently consummated by State Mutual 
Life of Worcester, Mass., and Worcest- 
er Mutual Fire. Each insurer’s agents 
can place business through the other, 
just as if there were common owner- 
ship. 

One aspect of the problem is, What 
happens if a general insurance agen- 
cy’s life business is insufficient in 
volume to keep the fire-casualty in- 
surer happy about continuing to put 
up with poor experience on the agen- 
cy’s automobile and other “accommo- 
dation” business? Will the insurer in- 
sist on the agency going out and 
beating the bushes for more life in- 
surance than it normally writes? Will 
this still further invade the field for 
the usual type of life insurance sale 
by agents specializing in life? 


We don’t pretend to know the an- 
swers to these questions but it seems 
safe to say that when so huge a vol- 
ume of business is at stake the strug- 
gle for it will assume heroic propor- 
tions.—R. B. M. 





Personals 


James F. Ramey, recently retired 
chairman of the finance committee 
of Washington National, has gone to 
Mt. Dora, Fla., with his daughter for 
the winter. Before leaving he was 
feted on his 80th birthday by Wash- 
ington National and was _ presented 
with a plaque and a wristwatch. He 
also participated in the christening of 
the first great grandchild of the 
Ramey name. 


Melville P. Dickenson, senior vice- 
president of Equitable Society, has 
agreed to serve as chairman of the 
business and professions division of 
the New York Arthritis & Rheumatism 
Foundation. 


President Eisenhower has named 
M. Frederik Smith, vice-president of 
Prudential, as a citizen-member of 
the Outdoor Recreation Resources 
Review Commission, which has been 
formed to develop national recreational 
facilities. 





HARRY H. HEMMINGS, 62, assis- 
tant real estate appraiser of Metro- 
politan Life, died at Roosevelt Hospital 
in New York after a six months’ illness. 
He had been with the company since 
1930. 


Me. Hearing On Aé&S Ads 


Commissioner Mahoney of Maine has 
called a public hearing at Augusta at 
10 a.m., for the purpose of adopting 
the uniform standards governing ad- 
vertisements of A&S insurance as 
promulgated by National Assn. of In- 
surance Commissioners. 








Stocks 


By H. W. Cornelius, Bacen, Whipple & Co. 
135 S. LaSalle St., Chicago, September 30, 1958 




























Bid Asked 
Aetna Life 192 198 
Beneficial Standard 141% 15% 
Business Men’s Assurance .......... 85 88 
Cal.-Western States 0.0.0.0... 93 96 
Columbian National ...............000 104 107 
Commonwealth Life ..............00 23% 2412 
Connecticut General ................0.... 305 310 
Continental Assurance .............. 150 154 
Franklin Life o........cccccceseseseceseeeees 70 72 
Great Southern Life ...................... 86 90 
Gulf Life 24% 25% 
Jefferson Standard ............ce 8544 87 
Kansas City Life 0.0.0.0... 1460 1500 
Liberty National Life ...........,...... 371, 39 
‘Life & Casualty ........cccccccsesecsesseeees 21% 22% 
Life Of Virginia ........scecsessseerseeeees © 51 
Lincoln National Life ................. 195 200 
National L. & A. .......4. 87%, 90% 
North American, III. ..... 18% 10% 
N. W.: National Life ... 86 90 
Ohio State Life ........... 320 x40 
Old Line Life ......... 56 Bid 
Republic Natl. Life 54% 56% 
Southland Life ........... 98 102 
Southwestern Life  .........ccscssss 123 138 
Travelers 82 83% 
United, Il. 44 47 
U. S. Life 42 “4 
Wisconsin National Life .............. 6 72 
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Coffin To Head New 
Hartford University 


HARTFORD—Vincent B. Coffin, 
senior vice-president of Connecticut 
Mutual Life, has 
been elected the 
first chancellor of 
the newly organ- 
ized University of 
Hartford, effective 
Jan. 1. 

In making the 
announce- 
ment, John G. Lee, 
chairman of the 
university’s board 
of regents and di- 
rector of research 
of United Aircraft 
Corp. said, “We are particularly in- 
debted to Connecticut Mutual Life 
for releasing Mr. Coffin. to accept the 
position. This is just another example 
of the extraordinary cooperation the 
new university is receiving from all 
segments of the community.” 

Said President Charles J. Zimmer- 
man of Connecticut Mutual: “Our re- 
gretin losing the distinguished services 
of Senior Vice-president Vincent B. 
Coffin is softened by the knowledge 
that he now has the opportunity of even 
greater service to the University of 
Hartford, the cause of higher educa- 
tion and the public generally in his 
mew position as chancellor of the 
university.” 

The university, chartered last year, 
is a consolidation of four well estab- 
lished Hartford institutions—Hillyer 
College, Hartford Art School, Hartt 
College of Music, and Ward School of 
Electronics. At present the university 
has a total enrollment of more than 
8,000. 


Mr. Coffin’s Background 


Mr. Lee told a press conference in 
Hartford of the considerations the 
regents had in mind in selecting a 
chancellor, and said: 

“Since the University of Hartford is 

a community institution serving Con- 
necticut, we feel the chancellor should 
be a man who really knows this area 
and in whom the people of our com- 
munity have complete confidence. We 
feel further that we want an able, 
mature man who is gifted in getting 
on with people. We sought also a man 
who has had varied experience in 
many educational levels—in teaching, 
school administration and on the board 
level, and who at the same time is an 
outstanding administrator in the busi- 
hess world. 
_ “Not only do we feel that Mr. Coffin 
Is unusually experienced in all these 
Tespects but his long and _ varied 
career in all types of civic enterprise 
has given him a unique understanding 
of the need of the community.” 

Mr. Coffin, a grandson of former 
Gov. O. Vincent Coffin of Connecticut, 
was born in 1897. He formerly taught 
economics at New York University 
and directed its life insurance training 
course. His father was a general agent 





Vincent B. Coffin 
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of Provident Mutual at Albany. Mr. 
Coffin is a past president of Life 
Underwriter Training Council and is 
a member of the board of American 
College. In 1954 he received the John 
Newton Russell memorial award con- 
ferred by National Assn. of Life 
Underwriters for service to the insti- 
tution of life insurance beyond the call 
of duty. 

In Hartford, Mr. Coffin is a member 
of the city council, a corporator of the 
American School for .the Deaf and 
Hartford Hospital. He is a director of 
the Institute of Living and chairman 
of the committee for the Jefferson 
House for the Aged. He is a past 
president of the Hartford Council of 
Churches and of the Hartford Com- 
munity Council on Services for Older 
People. 

Mr. Coffin is national secretary of 
United Community Funds and Coun- 
cils of America and is chairman of 
the National Travelers Aid Assn. 

University Founders, composed of 
250 civic, educational, business and 
political leaders in Connecticut, is 
currently undertaking a campaign for 
$8 million to erect the initial buildings 
on the recently acquired 150 acre 
campus on the outskirts of Hartford. 


Le Ree Hear Sales 
Tips: Report On Dallas 


Some 300 enthusiastic members of 
Los Angeles Life Underwriters Assn., 
at a recent coffee and doughnut 
breakfast at Hotel Statler, heard Har- 
old S. Parsons, a leading agent of 
Travelers and past chairman of Mil- 
lion Dollar Round Table, and William 
E. Choate, 1957 rookie of the year for 
New England Life, give their secrets 
of sales success. 

Robert A. Brown Jr., Pacific Mutual, 
association president, summarized 
events at the national meeting in 
Dallas, at which he was chief Los 
Angeles representative. 

Mr. Parsons, in his 31 years with 
Travelers, has led his company na- 
tionally in sales volume for 10 of the 
last 13 years.- A professional with 
work habits that give him maximum 
control of his time, Mr. Parsons said 
that he has developed a large volume 
of business with chain store managers 
of Woolworth’s, Penney’s, Grants and 
other stores. 


Compares With Chain Store 


Comparing his business with that 
of a chain store manager, Mr. Parson, 
(1) strives to reduce shrinkage of 
time, (2) keeps the number of unit 
transactions close to 150, (3) keeps 
records, (4) hires efficient help, (5) 
attempts to increase number of unit 
sales and the size of those sales. 

Mr. Choate, who trained on estate 
planning and business insurance in 
college, had production for last year 
—his first in the business—of more 
than $1 million. 

His market consisted of (1) good 
friends willing to listen to his advice, 
(2) college alumni, (3) successful and 
older business friends and, lawyers and 
(4) good general insurance agencies. 
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YOU Can Start a Chain Reaction of Sales . . . 


by Joining the March to N.A.A.1.C.* 


Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and Ach! 


Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 


There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 


Insurance Company — Chicago. 
@ Top Commissions... 
Level A&H Renewals 
@ No Branch Offices 
To Compete With You 
@ Concrete Assistance — gets you 


off to the right start with hard- 
hitting sales aids and promotional 


materials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 


FOUNDED i886 


\orth 





Licensed to operate in the 48 states and the District of Columbia 
LIFE » ACCIDENT + HEALTH 
209 SOUTH LA SALLE STREET + CHICAGO 4, ILLINOIS 





American Accident Insurance Company 








Mail this 


Coupon 
today 








Sewite forlife “mburance Represertalies 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance. 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 








Agent 
edie g Gen. Agt. 
a 
Address. 
City. State. 
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Packaging Fund SharesIs Found Spreading 


(CONTINUED FROM PAGE 1) 


in its own business as it is of the doctor 
buying term or minimum deposit in- 
surance and putting his money into 


mutual fund shares for investment.” 

Mr. Hosch said a life 
company’s attitude toward minimum 
deposit plans or anything else usually 
has a good deal to do with the mana- 
ger’s attitude. Of managers opposed 
to minimum deposit insurance he 


manager’s 


asked: “If your company were to offer 
such a contract tomorrow, would you 
be for it? You’d have to be!” 

Mr. Hosch said that if clients are 
going into equities, the agent can pro- 
vide them, he can work closely with 
the client’s investment counsel, or he 
can onpose investing in anything but 
life insurance cash values. The first 
course is unavailable, the second is 


questionable, and the third is suicide, 
he said. 

On the question of minimum deposit 
or bank loan plans the industry, he 
said, is divided with no common 
ground. He said the agent who sells 
the minimum deposit must deal with 
above-average buyers, for if he were 
to sell to the average buyer “he would 
put us out of business.” 

Phoenix Mutual requires that buy- 
ers meet certain specific qualifications 
as respects their earning power and 
the percentage of their incomes going 
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U.S.News: 


& World Report ; 


This ad in U. S. News 
and World Report is 
part of a year-long pro- 
gram working for 
General American Life 
field associates. It’s tell- 
ing 3,500,000 readers of 
‘America’s class news 
magazines” about Mas- 
terplan... and other 
appealing plans offered 
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General American ad- 
vertisements also appear 
in Time, Newsweek, 
Fortune, Business Week, 
and Nation’s Business. 


National advertising, 
carefully integrated with 
the associate’s day-to- 
day selling, is an advan- 
tage field associates have 
under General Ameri- 
can Life’s Lifetime 
Security Franchise. 


For complete details on LSF write: 
Frank Vesser, 
Vice-President 
General American Life 


Insurance Co. 
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ST. LOUIS, MISSOURI 


depends on how 
high up the 


ladder you are 


whether your 
needs can best be 


covered by 


If you’ve already reached 
the top, chances are 
MASTERPLAN is not for 
you. It’s insurance especially 
planned for men on their way 
up with promising careers 
whose responsibilities—and 
needs—will change with 

the years. 


MASTERPLAN is uniquely 
flexible—combines savings 
and protection. Today you 
may need it only for family 
protection. Later you may 
want it to educate your 
children. Or you may use it 
for emergency or opportunity 
funds. Or later for retire- 
ment. MASTERPLAN lets 
you postpone your decision 

. .. becomes a source of 
protection, savings, and 
profitable investment 

all in one. 


Your General American Life 
representative has the details 
on how MASTERPLAN 
may become your complete 
life insurance program ... 

or the complement of 

present coverage. 
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into the contemplated insurance 
all other life insurance. Recognition of 
situations for which the plan is suite 
is most important or a sale is just ap 
invitation to a lapse. 

The future of the minimum deposit 
plan, said Mr. Hosch, will rest heavily 
on the thinking in the life insurance 
industry about the variable annuity 
and “its close relatives.” 

“If we ever get to the point where 
we as an industry are selling economic 
units (as opposed to dealers for future 
delivery) it may spell the end of min. 
imum deposit,” he said. 


Chester Jones Moderator 


Mr. Hosch’s talk was part of a panel 
moderated by Chester R. Jones, genera] 
agent of Massachusetts Mutual at 
Washington. The panel also discussed 
family plans and multiple-line sejj. 
ing. 

The family plan discussion brought 
to light some outspoken resentment 
against alleged twisting as part of the 
sale of the family plan. Members from 
Newark were particularly incensed at 
happenings there which they cited, 
There was some debate about the asso- 
ciation taking a stand and trying to 





OFFICERS ELECTED 

President—Arthur W. Schmidt, New 
England Life, New York. 

Vice-president—Robert L. Snowden, 
Metropolitan Life, Trenton. 

Secretary-treasurer—Chester R. 
Jones, Massachusetts Mutual, Wash- 
ington, D. C. 

Directors—C. C. Coffin Jr., Conn- 
icut Mutual, Rutland, Vt.; J. Arthur 
Cope, Berkshire Life, West Hartford; 
Richard T. Hughes, Aetna Life, Syra- 
cuse; James Matrullo, John Hancock, 
Staten Island, N. Y., and B. Carl Whar- 
ton, Fidelity Mutual, Harrisburg. 





get the situation remedied in Newark 
and elsewhere but it was finally con- 
cluded to let the question be decided 
at the business session next day, at 
which time it was decided that other 
organizations could handle the matter 
more appropriately. 

Discussion of the family plan was 
led by Robert W. Boas, district mana- 
ger of John Hancock at West Roxbury, 
Mass. 


Opposing Multiple-Line Views 


J. Arthur Cope, general agent of 
Berkshire Life at West Hartford, dis- 
cussing multiple lines, said that eight 
months ago he formed a corporation 
with an associate, to write general 
lines. Mr. Cope himself is not even li- 
censed for fire or casualty, but corpor- 
ation enables him to refer clients in- 
terested in fire or casualty to his asso- 
ciate in the corporation. The arrange- 
ment has solved his problems as far 
as multiple line is concerned—but he 
said not one case has come from his 
life agents who used to deplore the 
lack of fire-casualty facilities. 

Norris Maffett, general agent for 
Connecticut Mutual in Philadelphia, 
said he wondered whether the general 
insurance man can accept the “life in- 
surance climate,” and whether the 
life agent doing a fire-casualty busi- 
ness can still contain the life insurance 
climate. While conceding that in a 
changing world nothing is positive, he 
said that nevertheless “we are going 
to try to avoid dilution by staying out 
of multiple line.” 

The keynote speaker, Charles G. 
Heitzeberg, agency vice-president of 
Mutual Benefit Life, warned against 
using volume as the criterion of suc- 
cess. 

“Volume in itself is an enormously 
misleading figure,” he said, “and yet 
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most of us seem to worship it above 
all other criteria of success.” 

Mr. Heitzeberg said it is imperative 
that decision makers—including all in 
the audience—should establish for 
themselves an acceptable set of stand- 
ards for decision making. The impor- 
tant thing, he said, is that individuals 
and companies recognize the need for 
standards. 

“jt’s healthy as can be and it’s stim- 
ulating and it’s exciting as can be to 
be a part of an industry that is not 
afraid to focus all its brains and en- 
ergies on improvements,” he said. “But 
I can’t desert the thought that hounds 
many of us and that thought is that 
an individual and an agency and a 
company have a character and the na- 
ture of that character is pretty much 
determined by the motives and the 
standards of those who must make 
both the small decisions and the large 
decisions that affect our policyholders. 


Specific Decisions Secondary 
“Decisions on new coverages, new 
compensation plans and the like are 


really secondary, once the big deci- 
sion has been made and that one big 


LIFE INSURANCE EDITION 


decision, simply stated, is to estab- 
lish a set of standards for decision 
making with which you can live in 
good conscience and with the firm be- 
lief that expedience and the pursuit 
of mere numbers have not chipped 
away at integrity and purpose. 

“If an organization and an indivi- 
dual have the courage to make the 
decision to live with a set of standards 
and to make decisions within the 
framework of those standards, then 
none of us need ever have concern 
over change and over innovation, be- 
cause the right decisions will have 
been made—decisions that have gen- 
uine meaning and positive intention 
and proper purpose.” 


An Address Of Welcome 


Paul Guibord, Mutual Benefit Life 
general agent at Newark and president 
of the Atlantic Alumni Assn., gave 
the address of welcome at the opening 
of the meeting, and also presided at 
the business session. 

The second day’s session had as 
speakers Charles K. Reid II, LIAMA 
associate director of company rela- 
tions; Donald Bramley, LIAMA direc- 
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Grantland Rice 


“Outlined against a blue-gray October sky the four 
horsemen rode again. In dramatic lore they are known 
as Famine, Pestilence, Destruction and Death. These 
are only aliases. Their real names are Stuhldreher, 
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LP in paving the 
= for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 

arkets. 
“it’s one way Nalac’s 
CONFIDENT LIVING 
approach is working to 
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SELLING for oe ae 
Complete portfolio 
Life aa S&A. Ask for 
Brochure BO-321. 
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Miller, Crowley and Layden.” 


Thus began one of the greatest sport stories 
of all time. It was written by Grantland Rice 
and described Notre Dame’s 1924 victory over 
a gallant Army team and helped to immortal- 
ize the ‘‘Four Horsemen” in football’s Hall 
of Fame. 


Grantland Rice was a gifted phrase-maker. But 
more than that, his writing had a great influence 
on raising sports to the popularity they now enjoy. 
He was friend and confidant to the greatest names 
in sports history. Ruth, Cobb, Rockne, Dempsey, 
Jones—he mingled with them all. 
Knowing sports heroes as he did, ‘‘Granny” 
was once asked to name the qualities he felt 
were necessary to make a champion. At the top 
of his list he placed ‘‘confidence’’. I can’t think 
of a more necessary quality in any walk of life. 


“Confidence”—the faith in one’s own ability to 
meet and conquer any challenge that may arise. 
It’s what we at North American aim for in build- 
ing a soundly planned insurance program for you. 
To give you a bigger enjoyment out of life today 
through a strong feeling of confidence that to- 
morrow will be OK. If that’s the kind of phil- 
osophy you want behind your insurance planning, 
I’d suggest you get in touch with your local North 
American representative. 








Call on the North American repre 
sentative in youg 






NORTH AMERICAN 


H.P.Skoglund—President J. E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 
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tor of managerial training, and Lewis 
W. S. Chapman, LIAMA director of 
ccmpany relations. 

There was a panel on “Your Hottest 
Ideas,” which was moderated by Ar- 
thur W. Schmidt, New England Life, 
New York City, newly elected presi- 
dent of,the alumni group. 

Mills To Address Milwaukee CLUs 

Paul S. Mills, managing director of 
American Society of CLU, will speak 
at a dinner meeting of Milwaukee 
CLU chapter. Oct. 6. The chapter is 
celebrating its 25th anniversary. 
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Haggerty Elected To Head 
United Benefit GA Assn. 


W. V. Haggerty, general agent at 
Syracuse has been named chairman 
of the Eastern General Agents Assn. 
of United Benefit Life and Companion 
Life. Mr. Haggerty’s appointment was 
announced at the association’s con- 
ference held at Sea Island, Ga. 

Named to the board were Ray 
Sheehan, New Jersey; Gordon Mc- 
Cown, Vermont-New Hampshire; D. A. 
Long, Connecticut; and F, T. Van Urk, 
Philadelphia. 
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overriding in first six weeks 
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Mr. Eugene Spain 
P. O. Box 386 
Manchester, Georgia 


Dear Gene: 


fine record of production wh 
your first six weeks as 


that you might reasonably 
readjustment in your change 
Actually, the reverse action 


missions plus overriding, 


a very large percentage. 





firm foundation, 
of the credit is yours. 


you could achieve 


Your sincere good friend, 


William J. Rushton“ 
President = 
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General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


PROTECTIVE 


William J. Rushton 
President 





Your Protective Life associates are indeed proud of the 
a Protective Life General Agent. 


Even though you were an experienced life ; 
if 
salesman before coming with pi. kta Life, insurance 


duction increased from the very first week with Protective 
Life to such an extent that during the first six weeks with 
our Company you earned almost $2,000 


$ and at your present rate of 
production your 1958 earnings will sonal last see by 


While we at Protective Life believe that our methods 
our policy contracts, and our sales material have been 
instrumental in helping you get started with us on a very 
we fully realize that the greater share 


Gene, there are any number of good companies with whom 
dulc life insurance success. You hold th 
key within yourself. Protective Life is grateful an sa 
are giving it the chance to provide the Opportunity. 
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16 
Changes In The Field 
Prudential ton, Pa. He joined the company in 
1939 at Bethlehem and was appointed 

E. A. Moore, has been named man- assistant manager at Easton in 1951. 
ager at Memphis. He has been a He became a training consultant in 
training consultant at the regional 1955. 
home office at Jacksonville, Fla. 


Continental Assurance 


Robert H. Hawkins has been ap- 
pointed manager at St. Louis. He was 


Douglas J. Jones, former regional 
supervisor -of eastern Pennsylvania, 
has been appointed manager at Kings- 


FieNATIONAL UNDERWRITER 


formerly assistant manager at Detroit. 
Laurence A. Burk becomes assistant 
manager at Detroit. Mr. Hawkins 
entered the life business in 1946; Mr. 
Burk in 1954. 

Appointed general agents are: Z. P. 
King at Dallas; G. W. Gramley, Tex- 
arkana, Tex., and Dan N. Saye, Okla- 
home City. Mr. King has had agency 
and home office experience since 1949. 
Mr. Gramley started in insurance in 
1949, and Mr. Saye began as an agent 
in 1956, qualifying for MDRT one 
vear later. 








“You win with the Partnership Philosophy!” 


—SAYS LAWRENCE ‘PETE’ LELAND, MANAGER OF AGENCIES, AMERICAN UNITED LIFE INSURANCE COMPANY 


“SELLING life insurance is not a one-man proposition. 
“Here at American United, we believe in providing 
the best help available for our agents everywhere. 


“The Home Office team members pictured here are 


Your home office “‘partners”—key personnel who back you in the field 
—are pictured in background of above photo, At desk, left to right: 
Ken Truax, CLU, and Ed Thomas. Behind desk, left to right: Earl 
Mulcahy, Carl Shaeffer and Bob Thompson, CLU. Right-hand group: 
Max Hittle, CLU, Harold Petersen and Brady Minnis. 








specialists in their fields. They are dedicated to helping 
you do a better job for yourself, your policyholders 
and your company. 
“This is the philosophy of partnership—the way it 
is here. It’s a philosophy that helps our agents win! “es 
“You'll like getting to the top with our American 


United team.” 


AMERICAN UNITED LIFE INSURANCE COMPANY es 


INSURANCE 


The Company with the Partner 





l Wank -3 a kot-Va le Osanna xe 


COMPANY 


ship Philosophy 


HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT - PENSION TRUSTS-NON-CANCELLABLE 
DISABILITY -GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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Franklin Life 


Jerome K. Bar- 
rett has been ap- 
pointed general 
agent in Redding, 
Cal. He has been 
with George A. 
Landis, California 
state manager in 
the Whittier 
agency for four 
years. Mr. Barrett 
is presently in- 
structor of part 
one of the LUTC 
course being held 
at Shasta College in Redding. He joineg 
Franklin in 1954 and has consistently 
placed among the company’s national 
sales leaders. In addition to persona] 
production, he will develop an agency 
organization for the company in several 
northern California counties. 








J. K. Barrett 


North American Life 


The company has established the 
Johnson & Fink agency, Staton John- 
son and John Fink, co-managers, 
with offices at 808 Ingleside avenue, 
Baltimore. During a recent sales drive 
the Johnson & Fink Agency ranked 
among the leading agencies of North 
America. Mr. Johnson was with Equi- 
table Society for more than nine years 
as an agent and assistant manager. 
Mr. Fink, also formerly with Equitable 
Society, was also a credit manager 
with Allied Building & Credit Co. for 
six years. 


State Mutual Life 


Norman R. Nel- 
son has been ap- 
pointed manager 
at New York to 
succeed Timothy 
W. Foley who re- 
signed as general 
agent, but who re- 
mains with the 
agency as director 
of brokerage sales. 
Mr. Nelson entered 
the life business in 
1955 with Pruden- 
tial at Freeport, 
N.Y. He became assistant manager in 
1957. 


Norman R. Nelson 


Penn Mutual Life 

John H. Preston has been appointed 
general agent at New Haven to suc- 
ceed Howard V. Krick who died last 
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O'TOOLE ASSOCIATES 


Management Consultants 
To insurance Companies 
Established 1945 
220 02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES. ANDREWS & TOWNE. Inc. 
ACTUARIES : 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
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July, and Maurice E. Walsh succeeds 
Henry M. Fraser Jr., retiring general 
agent at Boston. Mr. Preston joined 
the company in 1946 and has been 
supervisor at New York since 1953. 
Mr. Walsh started his career with 
penn Mutual at Rochester, N. Y., and 
became manager at Geneva, N. Y., in 
1955. He was appointed general agent 
at Orlando, Fla., in 1957. 


Mutual Of New York 


Agencies have been opened at Baton 
Rouge, La., Berkeley, Cal., and Ana- 
heim, Cal., with the following man- 
agers, respectively, Mrs. Eunice Bush, 





Gregory G. Kosmos Mrs. Eunice Bush 


Gregory G. Kosmos and Douglas D. 
Eve. Also appointed as managers at 
Richmond, Santa Rosa, Cal., and Los 
Angeles, respectively, were Hallett W. 
Mapp, Bruce Goshorn and Glenn D. 
Taylor. 

Mrs. Bush, who has been on the 
home office sales staff for managerial 





Douglas D. Eve Hallett W. Mapp 


training since last July, joined the 
company in 1931 at New Orleans. 
She was transferred to Baton Rouge 
the following year and became assis- 
tant manager in 1945. She is a past 
president of the Baton Rouge Life 
Underwriters Association and a former 
trustee of NALU. 





Glenn D. Taylor 


Mr. Kosmos has been at Oakland, 
Cal, since 1951, He was advanced 
to assistant manager in 1955 and 
transferred to. the home office staff 
for managerial training last February. 
_Mr. Eve, manager at Los Angeles 
since 1955, joined the company there 
in 1947. He became assistant manager 
in 1949, and a year later was appointed 
manager at Vancouver, B. C., Can. 
Mr. Mapp succeeds Clarke H. Wil- 
liams, who has been promoted to the 
home Office salés.staff. Mr. Mapp was 
assistant manager. at Richmond until 
last February when he was transferred 
to the home office for -manageria} 


Bruce’ Goshorn 


g. : ¢ . 
Mr. Goshorn succeeds George A; 
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Norwood, who has been advanced to 
the home office sales staff. Mr. Gos- 
horn entered the life field with Mutual 
of New York at San Francisco and 
became assistant manager in 1956. He 
has been undergoing special manager- 
ial training at the home office since 
last February. 

Mr. Taylor started his life insurance 
career with the company at Los 
Angeles in 1953 and became assistant 
manager at Pasadena that same year. 
He has been on the home office staff 
receiving managerial training since 
last February. 


Mutual Trust Life 


Gerald B. Dewey will be field super- 
visor in the midwest for Mutual Trust. 
He was with New York Life at Chi- 
cago for the past two years as an 
agent and agency instructor. 


United Benefit Life 

Three new gen- 
eral agents have 
been _ appointed: 
Joseph C. Odell for 
the state of Mon- 
tana, J. L. Saggau 
at Wichita, Kan., 
and John Sudbay 
at Storm Lake, Ia 

Mr. Odell began 
in insurance with 


a 


the company in 
1953 and was sales 
supervisor and J.C. Odell 
district manager 


for the C. C. Elson agency in Des 
Moines and later a field trainer and 
unit manager in Indianapolis. 

Mr. Saggau was a former district 
manager in St. Joseph, Mo., for the 





J. L. Saggau John Sudbay 
W. C. Tarpenning agency and before 
that was a leading sports figure in 
the midwest. 

Mr. Sudbay began with the company 
10 years ago and has been a unit man- 
ager in Cleveland and Muncie, Ind. 

To implement a major sales expan- 
sion program in northern California, 
six new managers have been appointed 
by United Benefit Life. They are: 
Jack B. Taylor, general agent at 
Oakland; E. S. Adams Jr., general 








agent at San Jose; H. O. Smith Sr., 
general agent at Fresno; Charles A. 
Shubert, general agent at Stockton; 
Vincent Monitto, manager at San 
Francisco, and Richard Kemper, man- 
ager at Sacramento. 

Mr. Taylor was previously general 
agent for Montana, and Messrs. Adams 
and Shubert held similar positions at 
Wichita and Storm Lake, Ia., respec- 
tively. Mr. Smith has been district 
manager at Fresno, Mr. Monitto has 
been sales director of the company, 
and Mr. Kemper has been western 
regional sales director. 


Pacific Mutual Life 


Randall K. Hunter has been named 
manager at Memphis. He has been 
with the company since 1953, most 
recently as supervisor in Oakland, 
Cal. He will now head the company’s 
expansion throughout Tennessee and 
Mississippi. 
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Washington National 

Frank C. Tre- 
nery has been ap- 
pointed general 
agent in Wichita, 
Kan., with new of- 
fices at 2320 East 
Central. He en- 
tered insurance in 
1951 as an agent 
for another com- 
pany. In 1952 he 
was appointed as- 
sistant manager 
and in 1954 be- 
came branch man- 
ager in charge of sales operations for 
the state of Kansas, which post he 
leaves to go with Washington National. 


Occidental Life Of N.C. 


Ernest W. Goodwin has been named 
supervisor of operations in New Mex- 
ico with headquarters at Albuquerque. 





F. C. Trenery 
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UNITED FAMILY 


ONE uniform, low premium 
($25 per unit) adequately 
covers mother and children! 
Father simply adds each 
unit to basic United Life 
policy! 

Decreasing term on wife; 
level term ($1000 per 
unit) on children! 


Insurance paid-up in 
event of father or 
mother’s death! 


Conversion privilege! 


PLUS MANY OTHER Jf { 
FEATURES—WRITE!! 


UNITED LIFE AND 





\ Overseas territories available 


NOcK oN ANY DooR 
FOR. PROSPECTS GALORE 


almost sells itself! 


ACCIDENT INSURANCE CO. 


CONCORD, N.H. ESTABLISHED 1913 


Write H. V. Staehle, Jr., C.L.U., Field Managemen 
United Life, 5 White St., Concord, N. H. STATES SERVED: Cal., 
Conn., Del., D. C., *La., Me., Md., Mass., *Mich., N. H., N. J., 


N C., *Ohio, *Pa., R. |., S. C., Vt., Va. 
* General Agency Opportunities Available 
Brokerage opportunities available 
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WELL FOUND 


Well found ships are fully equipped, stem to stern. Insur- 


ance companies too can be ‘well found’—equipped with 


complete lines of competitive 


Atlantic is such a company. 


Life and A & S contracts. 


More Than a Half Century of Service 


Atlantic Life 


HOME OFFICE 


RICHMOND, VIRGINIA 


INSURANCE COMPANY 
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HeNATIONAL UNDERWRITER 


Home Office Changes 


United Life & Accident 


Harry E. Barrett, former assistant 
secretary, has been named claims 
manager and Thomas M. Hardiman, 
who has been with the company since 
1953, becomes assistant treasurer. 
Also appointed were John B. Tewks- 
bury as assistant secretary and direc- 


tor of policy service and Andrew Vogt, 
who becomes associate actuary. 


Pilot Life 


Angelo Fergerson and Lee Rorex 
have been named agency assistants 
in the agency department. Mr. Ferger- 
son is a former division manager with 


Prudential at Greensboro, N. C. Mr. 
Rorex has been with Commonwealth 
Life. 


All American L.&C. 


Harry Howe has been named super- 
visor of the group department. He 
began in the group field with Contin- 
ental Assurance in 1948, becoming a 
group supervisor there in 1954. 


Connecticut Mutual Life 


Julian C. Pease, executive vice- 
president of the New Britain Tool Co., 
























_ dramatic new Sound-Slide 
FILM PRESENTATION 


helps sell 


NATIONAL LIFE’S 
Split Dollar Plans 





WHAT IS IT? 


It is a color-slide sound presentation that is shown 
by a projector no larger than your briefcase. It’s 
completely automatic in operation. Set it up, sit 
back and the story of Split Dollar insurance is 
graphically presented in full color. There are no 
interruptions, the prospect’s undivided attention 
... both eye and ear... is focused on what you 


have to sell. 


WHAT WILL IT DO? 
A Prospect says: 


**,.. highly impressed with film presentation... 
was able to understand Split Dollar Plan for first 


time.’’ Result: $100,000 proposal. 


An Agent says: 


**The Split Dollar film is terrific! We have shown 
it to quite a few people and turned them into 








a vat. ea .- 2 epee 





own Case. 


. .. sets the stage for the all important question- 
and-answer period following the presentation. 


. - . opens doors to referred leads. 


National Life of Vermont 


Basu € Yerhony 
ra 


prospects. I feel we will develop at least a million 
dollars worth from past showings. Who knows 
how much in the future!”’ 


Financial Editor says: 
‘It’s putting life in life insurance selling. It is 
akin to bringing color television to the executive. ’’ 
Robert Seltzer, Financial Editor, Cleveland Press 
in his copyright column ‘‘Business and Finance.’’ 


HERE’S WHY IT WORKS 

... automatically answers many objections 
before they arise. 

... Stimulates questions which indicate the 
prospect’s interest in the plan as related to his 


Founded 1850, Purely Mutual 







Mntpeler 
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has been elected a director. He js 
also a director of the New Britain 
Trust Co. 


Mutual Of New York 


George M. Gi. 
let III has bee 
appointed assis. 
ant director of aq. 
vertising and Don. 
ald J. Mertz ang 
Charles R. Murrah 
become _ superip. 
tendents of agen. 
cies. Other ap. 
pointmenis are 
Clarke H. Williams 
and George A. 
Norwood, who 

ave been named 
to the home office sales staff. 

Mr. Gillet has been with E. I. qy 
Pont de Nemours in public relations 
and sales promotion work for the past 
six years. He has also been with 
Maryland Blue Cross. 

Mr. Mertz joined the company in 





George M. Gillet III 





Charles R. Murrah Donald J. Mertz 


1947 in Milwaukee and became assis- 
tant manager in 1950. After his 
advancement to the home office sales 
staff for managerial training in 1954, 
he became a manager at Chicago. He 
returned to the home office as director 





George A. Norwood 


Clarke H. Williams 


of recruiting later in 1954, and last 
February was named director of field 
training. 

Mr. Murrah entered the life field 
in 1949 and later that year joined 
Mutual of New York at Shreveport, 
La. He became assistant manager two 
years later. In 1955, he was advanced 
to the home office staff for managerial 
training and later that same year was 
appointed manager at Kansas City, 
Mo. He was named director of recruit- 
ing at the home office last February. 

Mr. Williams joined the company at 
Richmond in 1947, and became assIs- 
tant manager in 1949. He was named 
manager in 1953. 

Mr. Norwood joined Mutual of 
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ACTUARIAL COMPUTING 
SERVICE, INC. 

1389 Peachtree Street. 

N. E., Atlanta 8, Georgio. 

GR P.O. Box 6192, Tel. 
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York at Oakland, Cal., in 1947, and 
was named assistant manager two 
years later. In 1950, he transferred to 
San Francisco in the same capacity 
and more recently was named manager 
at Santa Rosa, Cal. 


Bankers Life Of Nebraska 
Henry W. Fouts, training director, 
has retired after 31 years with Bank- 





Frank W. Rei 


Herry W. Fouts 


ers Life. He joined the company at 
Omaha in 1927, was made general 
agent at Clarinda, Ia., in 1929, and 
became agency supervisor in 1932. He 
later became regional manager for 
South Dakota, Iowa and Missouri, 
then in 1945, director of education. 
Frank W. Rei succeeds Mr. Fouts 
as training director. He joined Bankers 
Life at Portland, Ore., in 1948, becomi 
assistant general agent there in 1952. 
He was named assistant director of 
training in 1954. 


State Mutual Life 

Arthur A. Dunn, former secretary 
of the group division, has been named 
assistant to the president and will be 
in charge of operations in conjunction 
with Worcester Mutual, the fire affili- 
ate. He joined the company in 1948 
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and before that was with Hardware 
Mutual Casualty of Wisconsin. 

Robert H. Carey, assistant under- 
writing manager since 1957, becomes 
underwriting manager. He has been 
with the company since 1949. 


Life Of Virginia 

Dr. J. Morrison Hutcheson Jr., a 
member of medical staff, has been 
elected assistant medical director. He 
is in private practice. as a specialist 
in internal medicine. He has been 
with the company since last January. 


Bankers National Life 

Albert C. Windolf, treasurer since 
1955, has been named to the newly 
created post of treasurer-comptroller. 
He joined the company in 1935, and 
has been manager of the policy loan 
department, appraiser of real estate 
loans, accountant and assistant treas- 
urer. 


Western & Southern 

William High- 
field, editor of 
Insurance R&R, 
has joined Western 
& Southern Life 
in charge cf sales 
development of the 
company’s new 
A&S department. 
Mr. Highfield’s ex- 
perience’ includes 
homo offtes duties 
with Loyal Protec- 
tive Life. He start- 
ed his insurance 
career with Northwestern Naticnal. 

Mr. Highfield is a past president of 
the Indianapolis and Indiana Assns. of 
A&H Underwriters and is treasurer 





William Highfield 













@ Vested Renewals 
© Competitive Policies 


Joseph Dickman, 
Agency Vice President 
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LOOK HERE! 


With a proven sales record, and if living in 
one of the Provident States*, we may have 
just the opportunity you are looking for. 


WHY NOT HAVE? 


® Your Own General Agency 
© Top Commissions on Personal Production 


@ Powerful Sales Brochures 
@ Tops in Support from Home Office 
© Growth with a Growing Company 


Write in strict confidence to: 


*““THE PROVIDENT STATES” 
Minnesota, North Dakota, South Da- 


Washington, Oregon, California, New 


PROVIDENT LIFE 


















al 


Idaho emer 








ACCIDENT HEALTH 





INSURANCE COMPANY 











BISMARCK, NORTH DAKOTA 


and a member of the board of Disabil- 
ity Insurance Training Course. He is 
currently secretary of both the Indiana 
and Indianapolis associations. 


North American L. & C. 


John C. Skog- 
lund has been ap- 
pointed agency 
comptroller for 
North American 
L. & C. He has 
worked in several 
company depart- 
ments during the 
past years, includ- 
ing sales and home 
office underwrit- 
ing. He was for- 
merly director of 
self-comple- 
tion insurance sales. 





John C. Skoglund 


Beneficial Standard 

Two new officers have been elected: 
Eric Geddes, vice-president and con- 
troller; and William Colley, assistant 
vice-president and auditor. 


GREAT AMERICAN LIFE has 
named John Boner agency director. 
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He began in insurance in 1955 with 
Mutual Benefit Life. 


Edward A. Fish, formerly vice- 
president and director of agencies of 
Lincoln Income Life, has been named 
president of EQUITY ANNUITY 
LIFE. He entered the business with 
Commonwealth Life in 1946 and later 
joined New England Life. 


John D. Griffiths has been named 
vice-president and director of agencies 
for NATIONAL EQUITY LIFE of 
Little Rock. 





New Montana Insurer 


Treasure State Fire & Casualty, a 
wholly owned subsidiary of Treasure 
State Industries, is being incorporated 
in Montana with a capital listed at 
$500,000. 

Treasure State Industries was 
formed last February at Butte to 
develop new industries. So far it has 
acquired a wholly owned subsidiary, 
Montana Packing Co., at Great Falls 
and is operating it. Treasure State 
Industries is incorporated at $15 mil- 
lion. 







Our 50th Birthday is a happy one. 
Since October 3, 1908, when 
men with vision and confidence 
in the future founded Southland 
Life Insurance Company with a 
nucleus of four employees, we have 
grown to become one of the largest 
life insurance companies in the 
United States ... with assets of over 
$210,000,000, more than $1,200,000,000 
of insurance in force and over 1500 
agents and employees in our Southland 
Life family. 


While we at Southland Life celebrate 
our first half-century of operations, we 
pay tribute to our agents, employees, 
stockholders, policyowners and friends 
who have made this 50th Birthday possible. 


With their continued support Southland Life 
can truly Face the Future with Confidence. 








Home Office: Dallas, Texas 
Combination Division: Washington, D. C. 
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A WELL-BALANCED COMPANY 


Likewise born from the many different financial needs 
of our population is the 


PLICO SERIES 
A symbol of low-cost protection, THE PLICO SERIES is a ser- 
ies of preferred rate, $10,000 minimum issue policy contracts. 


* the PLICO SELECT 
guaranteed rate, ordinary life 


* the PLICO PREFERRED 
participating ordinary life 

* the PLICO PROTECTOR 
a 5 year renewable and convertible term 
contract 


* the PLICO 65 
guaranteed rate, life paid up at 65 
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AND, as new stars were added to our national banner = 
to symbolize the addition of new states, | 
Philadelphia Life has added a new star to complete its : 
PLICO SERIES | 

* the PLICO 20 | | 
a guaranteed rate, 20-payment life contract to the Public Service. 

ta 





Other standard and special life insurance 
contracts available for every conceivable need. 


es hiladelphia L ife 


INSURANCE COMPANY 
111 NORTH BROAD STREET, PHILADELPHIA 7, PA; 


Joseph E. Boettner, C.L.U., President James H. Burdick, Agency Vice-President 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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‘Hot Ideas For Management’ Panel Featured At 
LIAMA Atlantic Alumni Assn. Annual Meeting 


(CONTINUED FROM PAGE 4) 


is the scarcity of good clerical help or 
the inconvenience of travel facilities 
for already established personnel. He 
suggested that each agency weigh 
these plus and minus factors before 
making any move. He added, however, 
that his agency had made the flight 
to suburban Hartford and had found 
that it worked out well. 


Motivating Older Agents 


In his talk on “A Successful Plan 
for Motivating Older Men,” Edward 
Cc. Jahn, general agent of Connecticut 
Mutual at Newark, said the inclination 
of many agencies is to take too much 
for granted the talents and experience 
of the older, established agent. These 
men are human, too, Mr. Jahn said, 
but the tendency of management is to 
neglect them while it concentrates on 
recruiting and new-agent training. The 
tried and true agent needs, even 
requires, attention, too, Mr. Jahn said. 

The morale of an agent, especially 
an older man, Mr. Jahn warned, is 
not going to remain high and in turn 
his production will tend to fall off, if 
he feels that management is not so 
interested in him as it is in the youth- 
ful recruit. Then, too, Mr. Jahn noted, 
the old-timer can be a valuable asset 
in the training of new men, if his 
talents in this field are only utilized 
by management. 


Marginal Agent Detrimental 


In a direct and no-holds-barred 
speech entitled “Cultivating New 
Growth by Cutting Out Dead Wood,” 
Arthur H. Bikoff, general agent of 
Aetna Life at New York, warned those 


with managerial responsibilities that 
hanging on to the low-grade producer 
can work serious detriment not only 
to the agency, but to the failing agent 
as well. 

Certainly, Mr. Bikoff said, the failing 
agent is getting into debt because of 
his low production. At the same time, 
his estimation of himself as a man 
is falling off considerably because he 
is in a business for which he obviously 
feels he has no talent. 

“Success breeds success,” Mr. Jahn 
said, and a new agent coming into the 
business is not inclined to stick it out 
if his co-workers are men who simply 
cannot produce. He suggested that 
general agents and managers face up 
to reality and do themselves and the 
failing agent a real service by letting 
him go. 


Gives Stiff Quota 


Mr. Jahn also had some hints on 
discharging personnel. He said that 
his system is to give a deadwood 
producer a three-month production 
quota which, of necessity, is rather 
high. The man is also given his notice 
in the form of alternatives—if he 
makes the quota, he is in, and if he 
does not, then he will be fired. The 
man who tops his quota under these 
circumstances proves to himself and 
his agency that he is equipped to stay 
in the business. The man who does not 
finds his way into a field he has more 
talent for. 

Mr. Jahn asked association members 
to put these questions to themselves 
to determine what has been the loss 
to management when this most urgent 





This company 


has a sound 53-year record and is 
an acknowledged leader 
throughout the Southeast. 


This man 


—who typifies the Liberty Life 
representative —can count 

on basic and advanced training, 
a good income, opportunities 
for promotion, security. 
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Together 


they have the confidence today 
of more than 900,000 policy- 
owners who look to them for 
modern insurance protection. 


LIBERTY LIFE 


INSURANCE COMPANY 


Home Office: 


Greenville, South Carolina 


of all industry problems is put off by 
procrastination: “How many of the men 
you’ve retained have eventually made 
it in the insurance business? Was 
the time and money loss—and the 
ulcers—worth it? Did you neglect the 
fine agents in your office because of 
time spent with failures?” 

Oval A. Hosch, manager of Phoenix 
Mutual at New York, in his talk on 
helping young agents prospect for 
interviews said that prospecting is a 
key factor in sales and that methods 
vary considerably with the circum- 
stances. 

Mr. Hosch told of one agent whose 
well of prospects had run dry and who 
resorted to pulling names out of a city 
directory. In blind telephone calls and 
with only two to three minute con- 
versations, the agent informed pro- 
spects of the new benefits attainable 
under the latest provisions of the 
social security law. When he was 
finished he had not only given the 
prospect a rundown on the law, but 
had acquired quite a lot of informa- 
tion about the prospect and his 
financial condition. 

No sales talk was involved at this 
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point, but the phone interview was 
followed up with direct mail advertis- 
ing with surprising results. Mr. Hosch 
added that this approach is not new 
by any means, but it still works when 
the agent is barren of prospects. He 
questioned its practicality for the long 
haul, however. 


Clinics Are Two-Way Streets 


“Sales Clinics Get Results” was the 
talk given by C. C. Coffin Jr., newly 
elected director of the association, and 
general agent of Connecticut Mutual 
at Rutland, Vt., who said clinics are 
a two-way street. The ‘agents are 
called on to give their own talks and 
sometimes to give a sample of their 
sales presentations. This, he said, can 
be quite helpful in organizing agents’ 
thinking. From the management stand- 
point, he said, clinics give the general 
agent and manager a better under- 
standing of what is going on in the 
field and how his agents are faring. 


Union Central Life has been licensed 
in Alaska and is now operating in all 
49 states. 








age 





WRITE TO: 
. J. D. Anderson 
Agency Vice President 
8721 Indian Hills Drive 
Omaha 14, Nebraska 





and financing program. 
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builders 


need both Life and A&S 


for a balanced program 


That’s why The Guarantee also has 
a solid line of contracts featuring — 


LIFETIME DISABILITY BENEFITS 
NON-CANCELLABLE PLANS 
GUARANTEED RENEWABLE HOSPITAL PLANS 


Move ahead in agency building with The Guar- 
antee support: 5-star contract, complete Life and 


A&S lines, training program, new pension plan, 


Guarantee 


: 


MUTUAL LIFE COMPANY 


OMAHA 14, NEBRASKA 





RALPH E. KIPLINGER, President 
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LIC Resolution Hits 
Total-Income Tax Basis 
At Atlanta Meeting 


(CONTINUED FROM PAGE 2) 

taxes as they might choose. HR 13707 
recognizes this fact by the provision 
for an alternative minimum tax to 
avoid the situation of a complete 
vanishing of mutual company income 
taxes. However this “floor” is based 
upon the “net investment income” 
theory. 

D. It is in the interest of the public 
that stock and mutual life insurance 
companies compete for public accep- 
tance. That competition cannot contin- 
ue if a discriminatory tax advantage 
is available on either side. Under any 
“total income” approach so far devised, 
stock life insurance companies must 
be at a serious competitive disadvan- 


tage. 
Be it further resolved that Life 
Insurers Conference again declares 


its firm support of the “net invest- 
ment income” approach along the 
lines of some variation of the “Mills” 
law, or some other suitable “net 
investment income” approach; and 

Be it further resolved that the 
conference’s representatives on the 
joint federal income tax committee 
shall be governed in their action by 
this resolution; that they strive to find 
a common ground with other segments 
of the business without abandoning 
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ALC Completes Program For Annual Confab 


(CONTINUED FROM PAGE 1) 


sessions will be Dr. Paul E. Klopsteg, 
president-elect American Assn. for the 
Advancement of Science. The title of 
his address is “Urgent: More Private 
Support for Education.” 

The Thursday morning general ses- 
sion will open with an address, “The 
Health Insurance Council Story,” by 
chairman-elect of the council E. J. 
Faulkner, Woodmen A.&L. The second 
speaker, Clarence J. Myers, New York 
Life, has entitled his talk “Towards A 
Management Policy.” He will be fol- 
lowed by Virgil H. Smith, president 
of Beneficial Life, whose address is 
“Not By Bread Alone.” The final 
speaker of the morning program will 
be John S. Proctor, president of Im- 
perial Bank of Canada. It is an ALC 
tradition to have a speaker of note 
from Canada on the annual meeting 
program. 

The Thursday afternoon general 
session will be devoted to a “Forum 
on Federal Income Taxation of Life 





the position of this conference that 
the “total income” approach is neither 
equitable nor workable; and_ that, 
before advocating any substantial 
departure from the principles declared 
by this resolution, they shall seek 
further instructions for the conference. 





a 


40 words per inch. Deadline 4 P.M. Friday of 
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TRAINING SUPERVISOR 





of basic and intermediate sales 


W. Jackson Blvd., Chicago 4, Ill. 


Leading, progressive life insurance company with modern Home 
Office in New England offers an excellent opportunity as Supervisor 


three years experience in ordinary and S & A sales, and two years 
as supervisor. A fine future to develop in Home Office assign- 
ments or train for position as Agency Manager. Replies held con- 
fidential. Write Box C-63, c/o The National Underwriter Co., 175 


training. Should have at least 











RESIDENT AGENCY MANAGER 
IN PUERTO RICO FOR 
LIFE INSURANCE SALES 

Excellent opportunity for qualified man to 

manage agency of large eastern Mutual Life 





— LIFE SALESMAN — 


Salaried position plus expenses, bonus, 
profit sharing. Forty or more quality leads 





Insurance Company, preparing to establish 
a Sales Office in Puerto Rico. In size, Com- 
pany ranks in top 3% of the industry, Is one 
of the oldest, and offers complete line of 
coverages. 

Applicants should have demonstrated suc- 
cessful sales and management background 
in life insurance, pus familiarity with terri- 
tory and language. A complete management 
assistance program, including full financial 
support, will be available. 

All repiies will be confidential. Education, 
complete business background and family 








pplied by us each week. Prefer man age 
25 to 35 years with good production rec- 
ord. He must be an expert in life insurance, 
desire to work hard, to serve his fellow man 
to be compensated accordingly. He must 
be good at closing but may dislike "cold" 
canvasing. We have the customers, he 
must have the ability. Send complete 
résumé to: EARL McDONALD, 130 EL 
CAMINO, BEVERLY HILLS, CALIFORNIA. 











status requested in first letter. 

Address Box C-62, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 























AGENCY SUPERVISOR 
Well established Columbus, Ohio agency 
of major life pany has | oppor- 
tunity for experienced and successful life 
agent who wants training as general agent. 
Salary and time for personal production 
makes this opportunity financially attrac- 
tive for man selected. Top age considered 
36. All replies confidential. Reply to Box 
C-66, c/o The National Underwriter Co., 








175 W. Jackson Blvd., Chicago 4, Illinois. 


Wanted 
AGENCY DIRECTOR 


for new life insurance company organized as 
affiliate of fire and casualty group. Attractive 
proposition with stock option and bonus for 
well qualified man. Excellent living conditions 
in state university ijown. Call or write: W. M. 
RITTER, PREFERRED RISK SJNSURANCE CO., 
FAYETTEVILLE, ARKANSAS. 

















Insurance Companies.” Included on the 
panel of speakers are: Louis W. Daw- 
son, chairman of Temporary Commit- 
tee for Federal Income Taxation of 
Mutual Life Insurance Companies and 
president of Mutual Life of New York; 
Frazar B. Wilde, president of Life 
Insurance Assn. of America and 
president of Connecticut General Life; 
Richard B. Evans, president of Life 
Insurers Conference and president of 
Colonial Life; J. J. O’Connell Jr., 
Washington counsel for National Assn. 
of Life Companies; and John A. Lloyd, 
president of Union Central Life, mem- 
ber of the Joint Committee on Federal 
Income Taxation of Life Insurance 
Companies. 

The panel discussion will be followed 
by an executive session for general 
discussion and consideration of the 
tax question. 

The executive session on Wednesday 
afternoon will hear the “Report of the 
Actuary” by Alfred N. Guertin, act- 
uary of ALC, and the “Annual Report 
of the American Service Bureau” by 
Lee N. Parker, president of American 
Service Bureau and ALC administra- 
tive vice-president. 


Will Deliver Special Report 


In view of the primacy of the 
income tax question, a special report 
to the membership will be delivered 
by Deane C. Davis, National Life of 
Vermont and chairman of the Joint 
Committee on Federal Income Taxa- 
tion of Life Insurance Companies; 
Louis R. Menagh Jr., Prudential, and 
member of the Sub-committee on 
Total Net Income Approach; and 
Walter O. Menge, Lincoln National 
Life, and member of the Sub-commit- 
tee on Net Investment Income Ap- 
proach. 

The financial section will meet all 
day Friday, Oct. 10, the final day of 
the meeting. The agency section will 
hold its all-day session on Tuesday. 

Dr. Paul F. Genachte, director 
atomic energy division Chase Man- 
hattan Bank, the first speaker on the 
financial section program, will discuss 
“Trends in Atomic Energy as Mani- 
fested at the World Conference in 
Geneva, September, 1958.” 

Dan A. Kimball, president Aerojet- 
General Corp., Azusa, Cal., will pre- 
sent a paper titled, “Missile Suprem- 
acy Means National Security.” Leon- 
ard W. Brockington, president J. 
Arthur Rank Organization of Canada, 
Ltd., Toronto, will speak on “Good 
Will and Good Neighborhood.” 

Julian B. Baird, under secretary of 
the Treasury, will open the afternoon 
session with a talk on “Treasury 
Financing and Economic Growth.” 
Rounding out the program will be 
Victor B. Gerard, vice-president and 
treasurer Commonwealth Life, a 
former chairman of the financial 
section, speaking on “The Investment 
Officer and His Problems—A.D. 1958.” 

Two speakers have been scheduled 
for the morning session of the agency 
section—Clyde R. Wellman, vice-pres- 
ident in charge of agencies National 
Life of Vermont, and Robert M. Best, 
manager Business Men’s Assurance 
at Columbus, O. One more speaker 
will be presented on the morning 
program, whose name has not yet 
been announced. 

A business session and election of 
officers is the first item on the agency 
section’s afternoon session. Also, John 
B. Pryde, director of agencies Imperial 
Life of Canada, will speak on “Con- 
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A&S Claims Men Told |,s«r 
They Hold Key Public 
Relations Positions 


(CONTINUED FROM PAGE 2) 

our sincerity of purpose. While it 5 
doubts in the minds of some as 4 
true that the general public is th 
true purchaser of our products, We 
must not overlook the fact that it 
opinion of our products can be Serious. 
ly influenced by the attending phy, 
ician or the hospital administratg: 

After taking note of the fact the: 
Health Insurance Council has a py 
gram under way that is designed , 
establish in each of the 48 states; 
committee of local claim ae 
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FO 
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tives who will act as liaison units 
tween local medical and _hospity 
groups and the council, Mr. 
said that claims men should be ¢& 
pecially careful to see that no indi, 
vidual, either from the insur, 
industry or from the medical profes 
sion, does anything to upset the pro- 
gram. 

Mr. Lane said that some peopk 
outside the insurance industry look o 
A&S benefits as a kind of “pot o 
gold at the end of the rainbow,” whik 
overlooking the fact that any attemp 
to abuse the HIC program can only 
result in disaster. He said, “This ; 
not a get-rich-quick scheme for th 
insurance companies, for the subscrib- 
ers or for the providers of medical 
services. All of these programs simply 
involve a pooling of resources out of 
which expenses are paid.” 

Mr. Lane told his audience that 
“The medical profession and the hos- 
pital groups today are economically 
much better off through the adveni 
of the voluntary health program than 
they ever were before, and while there 
may be some who will be hard t 
convince, we must never stop trying 
The minute we do, we are, in effect, 
saying that the voluntary system can- 
not work.” 
















Nw Mutual Agents In West | 
To Meet In S. F., Oct. 6-7 


Northwestern Mutual agents will 
hold an all-western meeting in Sa 
Francisco, Oct. 6-7. Some 200 agent 
are expected from Arizona, Californi: 
Idaho, Nevada, New Mexico, Oregol, 
Utah, and Washington. 

President Donald C. Slichter ani 
several other company officials wil 
attend the meeting. James S. Harding + 
special agent in Portland, Ore., is chair 
man of the convention committee. 











servation—Talk or Action?” au 
Charles E. Gaines, Southern Methodis 
Institute director, will talk on “Whi 
Have We Learned from Our Stu 
dents?” 

The ALC legal section will add fo 
informal discussions to its prograll 
Harry S. Redeker, general counsel Ff « 
delity Mutual Life and chairman 0 ee 
the ALC-LIAA joint committee 0 
practice of law, will review “Develop: 
ments in the Practice of Law Field; 
Thomas J. Gillooly, associate counstl 
of ALC, will discuss “Credit Insuranct 
Activities in 1958; C. W. Wilkins 
vice-president and counsel Pacific Na- 
tional Life, will handle “Premium Pay; 
ments by Bank Drafts or Pre-Author 
ized Checks;” and W. Lee Shield, ass¢ 
ciate general counsel of rE 
Washington, will develop “The Welfare 
and Pension Plans Disclosure Act. 

The topics will be treated info: mall) 
with members expected to bring 
other significant problems or topics % 
interest to them. 
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Questions Lower Rates For Non-Smokers 


(CONTINUED FROM PAGE 4) 


rate reductions to total abstainers 
(who were placed in what was er- 
roneously called a “temperance” class). 
This differential was based on a 
substantial difference in the over-all 
rates of mortality among total ab- 
stainers as compared with non-ab- 
stainers—not on the fact that the 
incidence of any particular disease 
(such as cirrhosis of the liver) was 
higher among the drinkers. 

It may be admitted that the inci- 
dence of lung cancer is higher among 
smokers than among non-smokers. It 
seems to me, however, that the point 
is whether the over-all mortality rates 
are higher and, if so, whether they are 
so much higher as to call for a rate 
differential. It should be remembered 
that the usual “standard” classification, 
based on the numerical rating system, 
includes classes with numerical ratings 
ranging from perhaps 50 or 60 to 
about 125 or 130 and that the trend 
is toward a wider rather than a 
narrower “standard” rating. 


Use As Positive Factor 


Mr. Howell indicates that his com- 
pany sometimes takes account of 
smoking habits as a “positive factor” 
in determining the numerical rating 
and that would, of course, result some- 
times in placing an applicant in a 
substandard category, but not merely 
because of his smoking habits. That 





Federal Life Passes 
$300 Million In Force 


Federal Life has passed the $300 
million life in force mark. The com- 
pany’s rapid expansion, which has 
resulted in adding $100 million in 
force in the past five years, is also 
expressed in a new $1.6 million home 
office building in Chicago. 

President Spencer R. Keare said 
that although Federal Life took almost 
25 years to reach its first $200 million 
in force in 1954, he hopes it will 
reach the $400 million mark in less 
than four more years. 


Newark Workshop For Tax 
Planners To Begin Oct. 7 


Tax Planners Workshop, a series of 
courses for agents, trust officers, at- 
torneys and accountants, will open 
Oct. 7, at 744 Broad street, Newark. 
Harold Kamens, Newark attorney, will 
be moderator. 

The courses will consist of estate 
planners workshop I, six weekly ses- 
sions dealing with the elements of es- 
tate planning, including life insur- 
ance, buy and sell agreements, estate 
and gift taxes and other related sub- 
jects. Estate planners workshop II 
will be made up of nine monthly es- 
sions in 1958 and 1959 and will cover 
the same topics. Tax ideas workshop, 
a new course, will deal with latest 
developments in the field of income, 
estate and gift taxes and insurance 
planning. It is scheduled to meet 
monthly. 


St. Louis GAs To Meet 

St. Louis General Agents & Man- 
agers Assn. will hear Coy G. Eklund, 
manager for Equitable Society at De- 
troit, at the first luncheon meeting of 
the season, Oct. 14. Mr. Eklund’s talk 
will be “The Challenge of Growth.” 


W. P. Theurer of Winona, Minn., 
has been appointed to the board of 
Aid Association for Lutherans. 


is quite a different thing from charg- 
ing non-smokers reduced rates. 

One of the practical difficulties to 
which Mr. Howell refers is that of 
securing reliable information as to an 
applicant’s smoking habits. He does 
not refer to the apparent necessity, 
also, of checking on the continuance 
of the status after date of application, 
particularly in the case of applicants 
at the lower ages. In my “temperance” 
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company every policyholder in the 
temperance class was required to 
certify annually that he continued to 
be a non-drinker. Would a similar 
procedure not be necessary if non- 
smokers were given special terms? 
How would the field forces like that? 
Also, would a company be prepared 
to transfer to the non-smoking class a 
policyholder who claimed he had 
stopped smoking? If so, would a lung 
x-ray be required? 

Perhaps the matter is not quite so 
simple as might appear from your 
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ACTUARIES 
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CALIFORNIA 


editorial. 
MISSOURI 





COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
SAckson 3-7771 





Atlanta 





G:A.-VA.-N.Y.-ME. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 











RICHMOND ATLANTA NEW YORK 
PORTLAND 
ILLINOIS 





CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 


Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 





Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 


Accountants 











CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbosh 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Harry S. Tressel & Associates 
Consulting Actuaries 


Harry S. Tressel, 4 Irma Kramer 
Alan K. Peterson, A.S.A. E. J. Pilsudski 
D. W. Sneed m. P. Kelly 


FRanklin 2-4020 





WASHINGTON & 
CALIFORNIA 





Milliman & Robertson, Inc. 


Consulting Actuaries 


400 Montgomery St. 
San Francisce 4, Calif. 


914 Second Ave. 
Seattle 4, Wash. 











NATIONWIDE 





DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, Ill. 


| i. LVyhaxt Company 


RaAtTEO 
CONSULTING ACTUARIES 


INDIANAPOLIS 


LOUISVILLE * DALLAS + LOS ANGELES 





IND. & NEB. 





Haight, Davis & Haight, Inc. 


Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 





Indianapolis 8, Ind. Omaha 32, Neb. 








Siti Sen & C 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N.Y. 


























comething to GRO W on 


The agent who has a keen appetite for growth is the agent who will 
usually accomplish the most and prosper the most. a\ 


Ohio National Life’s agent training and educational programs are keyed to 
help every agent, regardless of his skill or experience, from the newest new- 
comer to the million dollar producer. Manpower development to its peak 
ability is our objective, whether it be in the field of direct selling or in manage- 
ment phases. We are interested in the future of our personnel. Their continued 
efficiency, service and productivity is the big reason for our varied program 
of career training. There’s no limit to what a man can learn and put into ere pres 
practice at Ohio National Life. 
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INSURANCE COMPANY: CINCINNATI ammin| 








Illustrations courtesy of The Champion Paper and Fibre Co. 
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